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dune Brides crave to have 
the new papa carry them 
across the threshold of the 
vine-covered cottage .. . 

This is a bad year for them 
—no vines — no threshold— 
no cottage—no good! 
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War developed aluminum alloy wire invades the nail 

























NAILS and STAPLES 


ALUMINUM NAILS 
ire definitely superior for wood siding, asbestos shingle and siding, batten, plaster board, wood shingles, aluminum and asphalt roofing 

































































market. It is definitely superior for the above appli- F 
cations. . 
RUST PROOF. Rust from steel nails or oxidation from 
copper nails for any of the above applications will 
mar the surfaces on which they are used. Aluminum ee J 
Nails are solid aluminum. There is no protective | 2ggupec@ie ume 
coating that can be knocked off the head by hammer —S—S 
blows. ALUMINUM CANNOT RUST—CANNOT STREAK os 
OR BLEMISH THE SURFACE. They are SANITARY—put rpg 
= ‘ pound p 
them in your mouth with the same safety as food Steel Nails Aluminum Nails 
cooked in an aluminum utensil. 
ae : : 3 TIMES MORE ALUMINUM NAILS THAN STEEL 
COMMON NAILS in sizes 3d to 40d. Use for same appli- ENTIRE NAIL SURFACE ETCHED FOR MAXIMUM HOLDING POWET 
cations as steel nails when ultimate in corrosion resistance : : 
Se desired. All Aluminum Nails and Staples packed 50'Ibs. per keg. A 50] 
: aks ? ae keg contains 50% more aluminum nails than a 100 Ib. keg of 
ALUMINUM STAPLES — 9 gauge, 1” and 114” sizes. — same size steel nails. WiLL ALUMINUM NAILS DRIVE? Sure they 
drive! Send for samples. 
ALUMINUM STAPLES | 
Made in two sizes—1” and 114” in 9 gauge aluminum wire. High 
desirable for use in medium hard fence posts. Nichols Alumim 
Staples cannot rust. Keep in mind that there are three times 
many aluminum staples as there are steel staples per pound. Pa 
$955 50 Ibs. to a keg. There are 337-1” staples per lb., 282-1) 
ee es ee eee me ‘ ess staples per Ib. M 
1 pound 1 pound 
Steel Staples Aluminum Staples 
PUBLIS: 
_Zee NEOPRENE WASHERS ee 
ILS Teleph 
“ictal, ALUMINUM ROOFING NA — N OTH 
1601, N 
Here is the best and most efficient roofing nail and washer combina Algong 
ever offered. Nichols Aluminum Roofing Nails are completely etdg N. w., 
to remove all grease and oil. This process gives maximum hold Stuart | 
power. Sanitary! No more slipping or loosening up after applicati Perdido 
The Gora-Lee Neoprene Washers, furnished in convenient pact phone 
with Nichols Aluminum Roofing Nails, are weatherproof and | subscriy 
silient for exposed service. They provide an absolutely tight ¥ States 
between the nail head and roofing material. These washers have ¥§ All oth 
stood the severest of tests in the service of World War II from 65°} Postal 
250° above zero. They produce a cushion-like expansion joint that all cents, « 
the roof to “breathe” by reducing the “pull” on the nail head. Nails} Numbe, 
10 ga. 7/16” head in 13/4,” and 2” lengths. Packed 1050 nails and 1 prior to 
washers per box. Ten boxes per carton. $1 eacl 
Also available in 50 Ib. kegs for asphalt and other types of roofing— °d as 
or without washers in bulk. One box will cover 10 squares of Alum] yorp, 
} Roofing. a | 
; . e 
INVESTIGATE NICHOLS CORRUGATED AND V-CRIMPED ROOFING SHEETS AND ROOFING ACCESSORG Dist 





NICHOL 


Warehouses: Battle Creek, Mich. 





Mason City, lowa 


Over 40 years in the manufacturing business 
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I—Organization of an integrated and articulate construction industry which will 
provide more and better building products to consumers at lower real costs with 
fair wages and profits to all who serve in the industry. 

2—Coordination of all production, marketing, research and professional activities 
concerned with the development, sale, and delivery to the consumer ‘of building 
products—including the functions of the manufacturer, wholesaler, retailer, architect, 
realtor, contractor, mechanic, financier, association official and public servant. 

3—Identification of the building products merchant as central headquarters for 
the industry's consumer selling activities in the local community. 
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abundant and meaningful life for all. 
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‘BIG MILL STANDARDS 








is big-mill lumber exclusively. It is manufactured and refined 
by modern saw and planing mill equipment which safeguards 
accuracy. It conforms to the highest standards of SPIB 
inspection and grading. Above all, it conforms to Frost's 
own standards founded on the principle that Frost products 
shall give the ultimate consumer honest value and service. 
These are the reasons why you, the dealer, can rely on 


Frost Pine in building good will for your business. 


FROST LUMBER INDUSTRIES, INC 


St. Louis, Mo. SHREVEPORT, LOUISIANA Mt. Vernon, N. Y: 
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| ®Actual excepts from a few of many letters in our files. 


You can't sell em, “ they dout see em 


Display ADMIRAL DUSTERS Now! 


@ Farmers and home gardeners are writing us 
every day: “My dealer doesn’t have Admiral Dusters.” 
Demand is tremendous—no doubt about it. People need 
those dusters now..BUT to cash in on this demand, 
display Admirals now. If you don’t have any—or if 
your stock is low—order them fast. Phone your jobber 
now—or wire Hudson for immediate action. 


Tremendous consumer advertising is sending 
customers to your store now. 


ADMIRAL ADS APPEAR IN THESE MAGAZINES; 


Better Homes and Gardens American Hone Good Housekeeping 
Flower Grower American Fruit Grower 
Farm Journal Hoard’s Dairyman 
ithfinder Sunset Poultry Tribune 
American Poultry Journal Capper’s Farmer Successful Farming 
Farm Quarterly Progressive Farmer Southern Agriculturist 
American Agriculturist New England Homestead Pennsylvania Farmer 
Ohio Farmer Western Farm Life California Cultivator 
Farmer-Stockman ; 


Onder Today from 
Your Yobler 


_ H. D. HUDSON MANUFACTURING CO. 
; > 589 East Illinois Street, Chicago 11, Illinois 
: Tested aud Proved : Branches in Principal U. S. Cities 


: SPRAYERS AND DUSTERS : © 1947 n. 0. n. ure. co. 
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PEST CONTROL 
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ADMIRAL 


FOR EVERY PURPOSE 


Duster 
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Display R CAPACITY 
FREE! 


Write HUDSON 
today 
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SEASONAL CONSTRUCTION WAS SUB-NORMAL for May, the 


Department of Commerce reported, although new construction 
gained 11.1 percent over April. Overall construction for the month 
was valued at $942,000,000. Private housing gained 10.2 percent 
but this figure was under the normal seasonal rise, too. Value of 
private housing was set at $308,000,000. 





REASON PREFAB PRODUCTION IS VERY LOW, explains Expe- 


diter Creedon, is the familiar line—shortage of materials. Millwork, 
gypsum board, etc. He now forecasts 60,000 prefabs this year under 
guaranteed market plan compared with original goal of 90,000. 
Production to date: 3,000. 





LUMBER DEALERS DOLLAR VOLUME PICKING UP, according to 


Department of Commerce monthly report. Sales for lumber-build- 
ing materials dealers for April 1947 totaled $57,021,590 compared 
with $50,336,808 in March, 1947. A 20 percent increase for the first 
four months this year was recorded in comparison with the same 
period in 1946. Dollar volume for the first four month this year 
totaled $220,201,131. 





HIGH BUILDING COSTS will be the main reason for the forth- 


coming recession, say 600 business men, who were polled by the 
Taft congressional committee on economic trends. Many business 
men, replies indicated, will postpone building until next year, 
hoping costs will come down meantime. 





RENT CONTROL ISSUE REMAINS UNSETTLED despite vote (58 


to 16) by the Senate to raise individual rents by 15 percent fol- 
lowing “voluntary” agreement by landlords and tenants. Voluntary 
increase feature seems likely to be retained in any final draft since 
Senate and House are for it. Differences between two houses are 
being ironed out to allow action before existing controls expire 


June 30. 





LUMBER PRODUCTION GAINED 20 PERCENT for the first quarter 


of 1947 compared with the same period in 1946. The cut for March 
was up 9.4 percent over February. Production for March reached 
2,831,184,000 board feet. Production of 7,967,000,000 board feet for 
the first quarter, states the Commerce Department, indicates an 
output of 36,000,000,000 board feet this year. 





PUBLIC HOUSING AGENCY HIT HARD in report to Congress by 


House Appropriations Committee. Detailed accusations followed 
six months of investigation. The Federal Public Housing Authority 
was said to “have failed miserably’ at great waste of taxpayers’ 
money. House Appropriations Committee would formally end 
FPHA July 1, give it one year to liquidate. Wolcott Bill, favored by 
the industry, would do the same thing in a different way. The Com- 
mittee cut FPHA funds 15 to 10 million dollars and ordered a 
cut in top salary personnel. 


PRESIDENT’S REORGANIZATION ORDER will probably be turned 


down by the House. Action on the part of the Senate is uncertain, 
but it, too, is likely to turn thumbs down. Congress would prefer 
to control housing on its own. 
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COSTLY FAILURE 


Report on Federal housing 
discloses vast waste of money 


THE Federal Public Housing 
Authority is charged with “atro- 
cious bookkeeping” and “extrava- 
gant personnel practices” in a re- 
port submitted to Congress by the 
house appropriations committee. 

Immediate reaction by Congress 
to this report was to slash 5.2 mil- 
lion dollars from the total requested 
by President Truman for the ad- 
ministration of public housing for 
the next fiscal year. 

A bill ordering the liquidation 
of the Housing Expediter was 
passed by a voice vote of the House. 
The bill gave the agency one year 
from June 30 to close out its of- 
fice. 

INVESTIGATION 


The report on FPHA was pre- 
pared after a six months’ investi- 
gation by Robert E. Lee, former 
FBI employe. It charged that 
FPHA had “failed miserably” in 
handling housing projects built 
with taxpayer’s money and that 
veterans’ preference regulations 
have been ignored by FPHA in 
disposing of war-time housing 
units. 

The report also charged that: 

“Administrative controls in cen- 
tral and regional offices are prac- 
tically nil concerning such items 
as travel, overtime, communica- 
tions, etc. There has been definite 
indication that the agency appears 
partial to the United Public Work- 
ers of America, CIO.” 

The report said that an auditing 
concern hired to make an audit of 
FPHA books withdrew after find- 
ing the records in such a condition 
that the fiscal facts could not be 
determined. 


CONTROLS RELAXED 


2,000 square feet now limit 
for new owner-occupied house 


THIS is how the newest order 
covering the further relaxation of 
housing controls shapes up: 

1. No permit required to build 
new house for year-around owner- 
occupancy up to a maximum of 
2,000 square feet. Veterans will still 
have first choice in buying or rent- 
ing a house not intended for owner 
occupancy. If for sale, house must 
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be held 60 days or 30 days if for 
rent. 

Anyone wishing to build a house 
covering over 2,000 square feet of 
floor area is now asked to write a 
letter to the nearest FHA office, 
stating the reason why additional 
space is necessary and then wait 
for FHA approval. No forms to fill 
out. 

2. No limitation on price or ma- 
terials used in house. 

3. No limitation on number of 
bathrooms per house. 

4. Limitation on maintenance, 
repair or alteration of existing 
dwellings now $1,000. 

5. Limitation on maintenance, 
repair or alteration of existing 
commercial or small _ industrial 
buildings with floor area of less 
than 10,000 square feet is now 
$2,500. 

6. Rent ceiling of $80 per month 
on houses to veterans remains at 
$80. Rent ceilings and sales prices 
established under HH priority sys- 
tem are maintained. 


SLOW STARTS 
Creedon blames buyer's strike 
for failure to step up output 

RATE of starts for the first 
quarter of 1947 is “not satisfac- 
tory,” states the May report is- 
sued by Housing Expediter Cree- 
don. 

Starts for the first three months 
of 1947 were approximately 139,- 
000 compared with 136,000 for the 
same period in 1946. 

“More significant than the 1946- 
47 quarterly comparison,” states 
the report, “is the fact that March 
starts did not show the improve- 
ment over February that might 
have been expected on the basis 
of past seasonal experience. 

“March usually sees the revival 
of home construction from the win- 
ter slack period. In the prewar 
years 1934-41, March starts aver- 
aged about 50 percent higher than 
February. Last year the increase 
was over 40 percent but this year 
only 28 percent.” 

Despite this slow pickup, pri- 
vately financed housing starts were 
the second highest for any year 
since the Twenties. Blame for the 
low level of starts this first quar- 
ter “is directly traceable,” states 
the report, “to today’s higher 
prices. 

“Statements by builders and real 
estate operators, borne out by field 
reports and the construction rec- 
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ord, indicate that there has devel- 
oped a reluctance to buy or build 
at present prices on the part of 
people who would otherwise want 
homes today and this in turn is 
discouraging builders from under- 
taking new operations.” 


EASY FINANCING 
Banker blames low interest 
rates for high housing costs 

LOW interest rates and long- 
term amortizations on mortgages 
are increasing the cost of housing, 
Roland A. Benge, vice president of 
the Detroit Bank, Detroit, recently 
told students at the school of bank- 
ing at the University of Wisconsin. 

He said the effect of low down 
payments, long terms of repayment 
and low interest rates in real es- 
tate has been to pyramid purchas- 
ing power in the hands of the pub- 
lic. 

“The borrower today is assum- 
ing a larger debt based on the 
promise that his present high in- 
come will be continued over a long 
period of time,” he said. “He is 
being encouraged to perpetuate his 
indebtedness instead of paying for 
and owning his home free and clear 
as soon as possible. 

“These factors multiply the pur- 
chasing power in the hands of the 
buyer, which has a very definite 
inflationary effect and tends to in- 
crease the prices paid for homes.” 


MINERAL WOOL 


Commercial standard circulated 
by U. S. Department of Commerce 


A recommended standard for 
mineral wool building insulation 
has been sent out to producers, dis- 
tributors and users of mineral wool 
by the U. S. Department of Com- 
merce. 

The Department circulated a 
proposed draft among leading 
manufacturers, distributors, test- 
ing laboratories and consumer or- 
ganizations for their review and 
comment several months ago. The 
draft now being circulated has been 
revised in line with suggestions 
made following the circulation of 
the original draft. 


Approval of the standard, as in- 
dicated ‘by a return post card, will 
assure a listing of individual or- 
ganizations in the commercial 
standard providing acceptances re- 
ceived warrant publication. 


PRESIDENT'S PROPOSAL 


Overall organization would 
place housing under one head 


PRESIDENT TRUMAN’S plan 
to lump the government’s housing 
agencies under a single adminis- 
trator met considerable resistance 
among Republican leaders. 

Senator Taft, chairman of the 








SUPREME NINE of International Hoo-Hoo approved a short induction procedure at their recent 
meeting in Milwaukee. Candidates can now become members of the order at luncheon or dinner 
meetings or elsewhere where it is not practical to initiate in the traditional manner. Attending 
the meeting, left to right, were: Ormie C. Lance, Chicago; W. M. Wattson, Minneapolis; Martin T. 
Wiegand, Washington, D. C.; Martin J. McDonald, Port Arthur, Ont.; E. W. Kettlety, Chicago; 
B. F. Springer, Milwaukee; Ray E. Saberson, Snark of the Universe, St. Paul; Hal R. Dixon, 
Spokane; Stanley F. Horn, Nashville; Charles W. Goodrum, Kansas City; Joe C. L. Evans, Buffalo; 
Ted T. Jones, Minneapolis. 
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3 i g HOMCO that prove the point: (Above) 
or . Driver Joe Zachary and Pickup, mile- 
nd age 207,316; (Below) Driver H. O. 
‘he 5 Carpenter and Pickup, mileage 228,398. 
en 4 € Supt. Littlepage adds: “Our Ford 
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One BIG Reason— 
, | FORD ELECTRICAL UNITS STAND UP! 
ad 


The fame of Ford Trucks for swift, sure starting and all-weather reliability 
an rests solidly on Ford design and Ford quality . . . in particular, the Ford 






















ng Electrical System. More than 12 million Ford-designed starter motors and 
1S- generators have been built in Ford shops. Repeated tests for electrical 
ice efficiency consistently prove these fine, Ford-built units to be outstanding. 
| Long, trouble-free generator service is assured by such long-life’ features 
he as pre-lubricated, sealed ball bearings on armature shafts, and by bushings 
a wick-lubricated from a reservoir with an overflow drain, which prevents 
surplus oil from reaching commutator. Ford starter motors are pre- 
lubricated, requiring no oiling whatever. Ford wiring and generous battery 
and generator capacity adhere strictly to the highest standards of the 
industry. The simplicity and high efficiency of the Ford starting system 
circuit, too, have much to do with Ford’s faithful starting performance. 
wee a ei 
THE 6 ¢ po é eae RI 
, ick ° ee 
U T —- 
v9 ” (4 (os | Available in 184" and 158" 
wheelbases, and in 1%- and 
: aii 2-ton nominal ratings, the 
ll net a de or 
ard Ford 12-foot Platform 
Stake body, 158" wheelbase. 
Ke Only Ford Brings You All These Long-Life floating in half-ton units, full-floating in all others 
| »« Features: Your choice of engines, V-8 or SIX - big, easy-action brakes with non-warping, score- 
st * —each with new Flightlight oil-saving 4-ring _ resistant cast drum surfaces—in all, more than fifty 
ing pistons and precision bearings - true truck frames such endurance engineering features! And more than 
A in all models, with siderails doubled in heavy duty 100 body-chassis combinations to choose from. See 
~ units - rear axle shafts free of weight-load, 34- your Ford Dealer now! 
110; 
MORE FORD TRUCKS IN USE TODAY THAN ANY OTHER MAKE! 
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Republican Policy Committee, op- 
posed the appointment of a hous- 
ing administrator who would have 
authority to “tell the various agen- 
cies what to do.” 

Unless Congress specifically dis- 
approves, the new agency under the 
name Housing and Home Finance 
Agency will be organized in Au- 
gust. 

The President said that without 
this new agency the government’s 
housing programs will be scattered 
among some 13 agencies in seven 
departments and independent es- 
tablishments. The proposal leaves 
the emergency housing program 
‘untouched. 

Under a new cover-all agency 
comparable to the present NHA 
would be the following principal 
units: 

1. A Federal Housing Adminis- 
tration performing the same duties 
as the present FHA. 

2. A Home Loan Bank Board 
to administer the Federal Savings 
and jLoan Insurance Corp., the 
Home Owners Loan Corporation 
and the functions of the Federal 
Home Loan Bank Board. 

3. A Public Housing Adminis- 
tration to assume the functions of 
the present Federal Public Hous- 
ing Authority. 

The act provided a top salary of 
$10,000 for officials of the new or- 
ganization, although the President 
has recommended legislation to 
give the chief administrator $15,- 
000 and the two commissioners 
and the three bank board mem- 
bers $12,000 each. 


NEW PERMANENTS 


Creedon estimates 750,000 in 
1946 if controls are kept 


HOUSING EXPEDITER CREE- 
DON in a plea to keep Federal con- 
trols over building “a few more 
months,” estimated that 750,000 
new permanent houses will be com- 
pleted this year. This was his 
first estimate of new permanents 
for the year. 

Providing controls are main- 
tained for a “little longer,” Cree- 
don said that over one million new 
dwelling units of all types will be 
completed this year. 

The Housing Expediter made no 
estimate of this year’s starts, 
which have been lagging consist- 
ently behind those of 1946. 

Material shortages, Creedon said, 
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are now holding up more than two 
million dollars’ worth of non-resi- 
dential projects. 

“If this pent-up demand were 
suddenly turned loose on the build- 
ing materials market, the resulting 
scramble for materials would leave 
the little fellow trying to build a 
home out in the cold both literally 
and figuratively. 

“It would be the lifting of L-41 
all over again, only worse, because 
without price control the sky would 
be the limit on scarce building ma- 
terials.” 


TRAINING COURSE 


Bankers' association announces 
school in mortgage lending 

AN intensive two-weeks’ train- 
ing course in the principles of home 
mortgage lending and their practi- 
cal application will be offered at the 
University of Illinois, Urbana, July 
7-18. 

The program, designed primarily 
for mortgage lending personnel of 
somewhat limited experience, is 
sponsored by the department of 
mortgage and real estate finance of 
the American Bankers Association 
jointly with the division of univer- 
sity extension and the Small Homes 
Council of the University of IIli- 
nois. 

Considerable emphasis will be 
placed on various aspects of con- 
struction lending. Enrolment is 
limited to 50 to allow more intimate 
discussion of mortgage problems 
by the individual students. 


DEVLIN SPEAKS 


Plywood picture is steadily 
improving, director states 


SPEAKING at the midwest 
meeting of the National Plywood 
Distributors Association in Chi- 
cago, Charles Devlin, managing di- 
rector of Douglas Fir Plywood As- 
sociation, summarized the plywood 
picture as follows: 


1. Production is running at 32,- 
000,000 square feet per week and 
has averaged over 30,000,000 square 
feet since Jan. 1. This production 
should mean a total production in 
excess of 1,600,000,000 square feet 
for 1947. 


2. Three new plants should come 
into production by fall, adding 
eight or nine percent to overall ca- 
pacity. 

3. There will be less plywood go- 
ing to the prefab industry than 
was the case last year, unless pre- 
fabricating housing booms more 
than it appears to be doing today. 


4. The mills will exercise more 
care in the sale of plywood at re- 
tail in the primary markets. This 
also should mean a little more ply- 
wood for established distribution 
channels outside the primary mar- 
kets. 


In conclusion, Devlin declared 
that “the supply situation is better 
and will continue to get better. I 
am glad to bring you that bit of 
optimism . . . without putting my 
tongue in my cheek.” 
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“I'm sorry, Madam, a package sale does not mean we include a train with this style 
linoleum.” 
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Immediate Delivery 


«if you are in a territory where natural or 
to gas restrictions in certain areas, a supply of 
Units with gas heating plants has been built up 
and is available on a “first come, first served" 
basis. If you can use them, phone or wire your 
requirements today! 


Now Being Made on the INGERSOLL UTILITY UNIT! 


Complete Kitchen, Bath and Heating Plant in 


One Package, Going Out on Regular Schedule 


Architects and Builders everywhere who are including 
space and time-saving Ingersoll Utility Units in their 
housing projects can now be sure that their needs will be 
filled promptly and on time. With streamlined, produc- 
tion-line efficiency, turning out Units on clockwork 


schedule, this single-engineered assembly can be counted 
on to cut building time by weeks. 

Its practical, modern design, adaptable to indi- 
vidual plans and needs, centers all the utilities in one 
compact grouping. See for yourself how the Ingersoll 
one-purchase, one-package, one-installation plan will 
make your jobs easier, more economical and provide 
roomier, more livable homes for your customers. 





A single, y of the fixtures, appliances, 
controls and oo of wr Do Bathroom and Heating 
Plant, plus all interior plumbing and electrical connections. 





UTILITY UNIT 


TRADE MARK 


a 
INGERSOLL STEEL DIVISION 1 
BORG-WARNER CORPORATION 














CORINTH 


SAWMILL 


a. 


The Portable with Big Mill SS 
“Muscles” and Production Volume 





These Features Mean Wherever the timber is better you'll find this port- 
Finer Cutting able sawmill cutting costs, too. 25,000 to 35,000 
@ Heavy Duty Headblock Bases E 
with Reversible Wearing feet is all in a day’s work. Headblocks open to 
Plates 
Split Knees with 15 Point 48 inches. 


McDonough Boss Dogs 
Machine Cut Steel Racks and 





e aes Corinth No. 4 has all the advantages of a perma- " 
ith ; a , sis ; f 
. te ny pean gy horas nent big mill installation plus portability. It is * 
Wheel one 
e Pi Receder available with or without Top Saw Rig. Write for 
@ Steel Carriage Wheels on ; c ' a 
Roller Bearings complete information about Corinth No. 4 and 
@ Steel Rope Feed Gear and ; ‘ wa 
Pinion other Corinth Sawmills that are doing a money- ‘ 
@ 20#“T” Rail Track, one rail ; 
of which is machined for saving production job. : | 
Guide Wheel w 
@ 3% Mandrel on Heavy-Duty w 
Ball Bearings 
Heavy-Duty Husk with fast 8” CORINTH MACHINERY co. 
a CORINTH, MISSISSIPPI 
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Lumber 


“Helps us get greater production and an extra profit 


for our payroll money” | . the LOGGERS DREAM is a fast, 
safe skidder-loader that meets practically every problem you'll meet in 
the woods. Here’s what other users say about Taylor's LOGGERS 
DREAM: . . . “best portable machine on the market today; .. . 
“over twenty in operation at our mills; . . 
otherwise impossible;”’. . 
pect to buy another;”’ . . . “speeds up loading of trucks more than 
double; . . . ‘increased our output about one-third;” . . . ‘regret 
we did not buy one sooner."’ Before you, too, experience any regret, 
why not write us for more information about LOGGERS DREAM 
we're ready to make deliveries. 


.. ‘able to get logs in places 


. ‘saves building short bridges;*. . . “ex- 
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Travels at truck speed on 
highways 


@ Quick, easy to set-up and 
take-down 


Handles easily in rough 
Oo marshy land 












LOUISVILLE, 


ALLEN GorERAG 


‘DeveRiOm OF THE GREIF BROR COOPERAD! 


@ Bunches, any direction, 
up to 800 ft. 


6 Quick selective stacking 
and loading 


manpower. 


6) Rehaul saves time, effort, 


MISSISSIPPI * 
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Each month millions of readers of American shelter magazines are told about the Weyerhaeuser 


Home Selection of the Month, and the scores of other home designs of the Weyerhaeuser 4-Square 


Home Building Service, and the special ability of retail lumber dealers to help in home planning. 
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EOPLE are always hungry for value re- 

gardless of market conditions. Today’s 
eager buyers and tomorrow’s tough shoppers 
all seek greater value. 

In homes, particularly, they hope to find 
the solid assurance that they will get their 
money’s worth. They look for good archi- 
tectural design and sound construction. 
They want low upkeep, long life, and good 
resale value. 

With the Weyerhaeuser 4-Square Home 
Building Service you can demonstrate how 
these qualities can be obtained. You can 
show scores of houses that illustrate the 
principles of good construction. You can 
explain how every home in your 4-Square 
Service is Weyerhaeuser engineered—assur- 
ance of sound planning with wise, eco- 
nomical use of materials. 

You can show people the sec- 
tion illustrating how architects, 
commissioned 
by Weyerhaeuser, 
design for com- 
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BECAUSE EACH MONTH A NEW AND 
INTERESTING DESIGN 


WEYERHAEUSER 
4-SQUARE HOME BUILDING SERVICE 


IS ADDED TO THE 


fort, convenience, and lasting satisfaction. 
So much for basic assurance of sound value. 
Now for the assurance which young people 
want—that which is new, wuich is exciting, 
yet architecturally correct. 


A NEW DESIGN EACH MONTH 


Many new houses have been added since 
the Service was established. Therefore, you 
can show solar houses, ranch houses, modern 
adaptations of traditional—all proved and 
acceptable designs. 

Every month a crisp, new design is added 
to the Service. This practice is assurance 
that your most effective selling tool will never 


44ose its bright appeal and selling strength— 


that you will have the latest and best of 
architectural styles and structural practices 
to offer cooperating contractors and pro- 
spective home owners. 

Weyerhaeuser 4-Square Dealers who 
employ this live, ever-growing Service are 
entrenching their future position in the 
home building field by consistently giving 
their customers the benefits of the best in 
home values. 


WEYERHAEUSER SALES COMPANY 


FIRST NATIONAL BANK BLDG. «+ ST. PAUL 1, MINNESOTA 


WEYERHAEUSER 4-SQUARE 
LUMBER AND SERVICES 































PROTECT POROUS MASONRY 
SURFACES setgnnl WATER 








National interest in 
this product creates added 
traffic and sales for you! 





WATER SEEPAGE is a national problem! Every rainfall brings seepage to porous masonry 
buildings in varying degrees. You can cash in on the country-wide interest in controlling 
water seepage by stocking and promoting Kay-Tite. No wonder Kay-Tite is a sure-fire item, 
for it provides a real, practical answer to water seepage problems. 


Kay-Tite is made of finely ground, inorganic powders, which help to correct water seepage 
problems in porous masonry by penetrating into the masonry and sealing the pores. 


You can recommend Kay-Tite enthusiastically, for its performance has been proven ON-THE-JOB 
by builders, masons, architects and satisfied home-owners. Send for the profitable, fast- 
selling Kay-Tite $20.88 Deal, uniformly priced from Maine to California. Clip the handy coupon 
today. Kay-Tite Company, West Orange, N. J. 


Ernst Hardware Co., Seattle Uistituors for State of Washington = FTE HENA ys su FANS 
pores: « r FOR WATER aarrict PROBLEM 














I 

r Kay-Tite Company, West Orange N. J. at 

| Send us the Kaoy-Tite $20.88 Deal—6 

§ = cons White, 6 cons Grey. My cost $20.88. 

I Total Selling Price $34.80. Also available 

I in 50-1. drums. List price $11.00 

} NAME 

j ADDRESS ONRY COATING 
1 ory STATE PROTECTIVE POROUS MAS ,: 
: JOBBER'S NAME. PE Mee 
i 
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our best salesmen go through 


Neff for sont 


In the merciless Weather-Ometer, 

carey shingles, sidings, roofings, 
Coatings, are tortured with blistering 
heat... frigid cold . . . blazing sun- 
light .. . torrential downpours. A scant 
few weeks in this ‘‘manufactured hell” 
is more punishment than you'd expect 
any building material to take in a 
housetime of normal service. And any 
CAREY product that can’t weather rough 
weather here isn’t good enough for 
your customers. Results: the  uni- 
form goodness of carey products wins 
continuing customer satisfaction . . . 
makes ‘em the best salesmen we have. 


THE CAREY WEATHER-OMETER is just one 
example of how Carey’s thorough and 


in Canada: The Philip Carey Co., Ltd. 
1557 MacKay St., Montreal 1, P. Q. 


intensive research proves-in prod- 

ucts under tougher-than-average 
conditions. It's partéof the painstaking 
program that’s made carey a leading 
producer of quality building materials 
for 74 years. 


RESEARCH AND DEVELOPMENT facilities at 
carey have been doubled. Here, we'll 
strive to push the quality level of CAREY 
products to even higher levels. And 


the 


Asbestos Shingles and Sidings 


Asphalt Roll Brick Siding 
Roof Coatings and Cements 








here Carey's men of science 

will continue their endless 
search for new and better products to 
serve the building industry. 


ves, our best salesmen go through hell 
... for you and your customers. Why 
not take advantage of that and put 
them to work building good-will and 
new business for you? It pays to make 
full use of 


Asphalt Shingles and Roofings 


Rock Wool Insulation 
Asbestos Coverall Wallboard 


Waterproofing Materials 


Miami-Carey Bathroom Cabinets and Accessories 


THE PHILIP CAREY MANUFACTURING CO., 
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<—— The secret’s in the swivel! Eu- 
* t 7 : ae bank patented cast aluminum 
f if support gives this improved 
| = | / cabinet board the important 
/ | advantage of flexibility. Holds 
yi Y) board firmly upright in cab- 
£ inet, keeps it steady when in 
"Fe ¥ \ use. Eliminates sagging. Built 
\ 1 to last, too. Not one has ever 
\ 1 failed under normal use con- 
lp 5 & ! ditions! 
Pa S| Pa es 
i =e ae = fc 
li es 7 
In this utility room there’s The Eubank Swivel-Type cab- 
only one possible place for a inet board is ideal. Swings 
modern cabinet-type ironing easily toward window to get 
board — next to the door. The best light, allows door to be 
conventional cabinet board opened even when ironing is 
would be impractical; would being done. Just one practical 
block the entrance, could be installation of this modern 
used from only one side. Swivel-Type cabinet board. 

















Meets Today’s Need 
For Better 
Space Utilization 


SWIVEL-TYPE CABINET IRONING BOARD 








A leading construction paper reports on a can be installed where the conventional 
survey which shows that most builders will cabinet board won't fit—where extra space 
build small homes—and try to cut costs. would ordinarily have to be provided. 
Today’s market demands it! Feature Eubank! It meets a 
This trend will mean a con- current need—and will build 
stant search for ways to util- sales for you. Ideal for apart- 
ize space more efficiently— CHECK THESE FEATURES! ments, bungalow courts, 
for ways to build more con- *Swings through wide arc; ideal pre-fab units. Available 
venience and more ‘'sales where space-is limited — in right now, too, for immed- 
appeal”’ into smaller units. hall, kitchen, small utility iate delivery. Contact your 
The Eubank patented Swiv- olaia : nearest distributor. 

: : ttractive cabinet requires a 
el-Type Cabinet lroning cath ection ety 04" . x 
Board meets this need. It 574” x 334”; recesses in p 

wall. 


wings through wide arc Board stays put *For old or new homes, apart- 
for in upright position i TT ments, courts. Easily installed 

wi : “tee before or after plastering. MASTER CABINET BUILOERS 
*No projecting parts to tear 
fabric; firesafe iron storage 
with aluminum door ventila- 


AMERICA’S 





TRELEWSSY, CALERA 








tor. 4 TRADE MADK REG U.S PAT OFF. PEND. 

*Patented cast aluminum sup- 

port; strong, sturdy. Not one Built by 

has ever failed in normal use. L. H. EUBANK & SON 
*Available NOW for immedi- Inglewood, California 

ae delivery. Contact your National Sales Agents 

nearest distributor. HARBOR PLYWOOD CORPORATION 

















Hoquiam, Washington 


DISTRIBUTORS: Arizona - Arizona Sash & Door Co., Phoenix; Southwestern Sash & Door Co., Phoenix & Tucson Arkansas - Dyke Bros., Fort Smith, Little Rock 
& Texarkana  California-L. H. Eubank & Son, Inglewood Connecticut - Wm. H. Short Lumber Co., West Hartford District of Columbia - Harbor Sales 
Co., Inc., Washington Florida - Harbor Plywood Corp., Jacksonville, Miami & Tampa Georgia - Harbor Plywood Corp., Atlanta Idaho -W. P. Fuller & Co., 
Boise: Morrison-Merrill & Co., Pocatello Illinois - Harbor Plywood Corp., Chicago Indiana-E—. W. Camp Plywood Co, Inc., Indianapolis lowa - Tip Top 
Distributing Co., Cedar Rapids, Des Moines, Ottumwa & Storm Lake Kansas - Walling Sash G Door Co., Wichita Kentucky-E. W. Camp Plywood Co., Inc., 
Louisville Louisiana - Davidson Sash & Door Co., Alexandria & Lake Charles; New Orleans Sash & Door Co., New Orleans Maryland - Harbor Sales Co. 
Inc., Baltimore Massachusetts - Kimball Lumber Co., Watertown Michigan -£. —. Anderson Lumber Co., Detroit; Anderson-Dietrich Lumber Co., Lansing 
Mississippi - Woods Builders Supply Co., Jackson Missouri - Dyke Bros., Joplin G Kansas City Montana -W. P. Fuller & Co., Missoula Nebraska - Omal 

teevade - Morrison-Merrill & Co., Reno.. New Jersey - Jersey Millwork Corp., Jersey City; J. R. Quigley Co., Gloucester City 


Hardwood Lumber Co., Omaha { t 
New Mexico - Southwestern Sash G Door Co., Albuquerque; The Mexico Co., Albuquerque New York - Alpert Woodworking Corp., Brooklyn; Davis PI 


Corp., Rochester Ohio-£. W. Camp Plywood Co., Inc., Cincinnati; Davis Plywood Corp., Cleveland, Columbus & Toledo Oregon-W. P. Fuller & Co, 
Portland Pennsylvania -j. R. Quigley Co., Cressona, Harrisburg, Lancaster & Philadelphia; Wholesale Distributing Co., Pittsburgh Tennessee - Cole — 
facturing Co., Memphis Texas - Davidson Sash & Door Co., Austin; Houston Sash G Door Co., Houston; Southmnst Sash & Door Co., Harlingen; Texas Sash & 
Door Co., Fort Worth; Geo. C. Vaughan & Son, San Antonio Utah - Morrison-Merrill G Co. Salt Lake City Washington - Harbord Mercantile, Aberdeen; 


W. P. Fuller & Co., Spokane; Lundgren Dealers Supply, Tacoma. 
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. . « Every inch of 
Puritan Sash Cord 


exceeds the 











Strength Requirements 
’ set up by the | 
U tS Gov er nment 


PURITAN 











Cask Conch 


PURITAN CORDAGE MILLS, INC. e LOUISVILLE, KY. oe ATHENS, Ga. 
Executive effices: Louisville, Ky. 


Makers of Sash Cord, Clothes Line and Braided and Twisted Cotton Cords 
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Double-duty INSULITE SHEATHING gives your customer two 


things for the price of one: 


(1st) It Sheathes (2nd) It Insulates 


One material — DOUBLE usage. One application — TWO important 


services to help your customer get double for his money. 


But you get double benefits, too. Selling double-duty Insulite 
Sheathing helps sell double-duty Insulite Lok-Joint Lath. Sales volume 
grows, profits get bigger. More and more customers are discovering 
the dual advantages of building with double-duty Insulite. Watch 


Insulite move up front in sales/ 


J AS IT BUILDS -- °° 


ae INSULATES 
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Double-duty INSULITE LOK-JOINT LATH also performs two duties 
for the price of one: <2 


(1st) Plaster Base (2nd) Insulates 
One material —- DOUBLE usage. Your customer gets a PLUS value with his 
purchase: — plastered walls — PLUS insulation! Two things for the price of one! 


Ask anyone how he’d like double value for his money! Stock easy-selling 
double-duty Insulite Lok-Joint Lath. 
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Northern Woods have long been known for quality. The Northern Lumber Mills assure buy- 
ers of Northern Woods continuance of highest standards of production. Users of Northern 
lumber products can depend on the same excellent service from these famous woods as in 


years past. 


tConnor Lor. & Land Co. (Mis: Laon, wis.) Sees, Marshfield, Wis. 


K. D. & A. D. Hardwoods, Hemlock, W. Pine—Cedar Shingles, 
Posts. Poles—Laona Rock Maple & Birch Flg.—Dimension stock. 


*Rib Lake Lumber Co. . . Rib Lake, Wis. 


Northern Hemlock, White Pine, Kiln-Dried Hardwoods, Lath, 
hingles, Cedar Posts and Poles. 


Schneider Bros. . . . .  .« Marquette, Mich. 


Northern Hardwoods and Hemlock, Hardwood Dimensions, 
Rough Hardwood Turnings. Planing Mill and Dry Kilns. 


*+Holt Hardwood Co. . . . . . ) . . Oconto, Wis. 


Maple. Birch, Beech. Oak Flooring. Strip, Assembled Block, 
Herringbone, Parquetry types; all types Heavy Duty Flooring. 


*tBoehm-Madisen Lumber Co. . =. . Milwaukee 3, Wis. 


Mills: Lake Linden & Marquette, Mich. (2); White Lake, Wis. 
Mirs. Hardwoods, Hardwood Fig., K-D Facilities available. 
E-D Hdwds. L.C.L. shipments from stock at Thiensville, Wis. 


Cadillac-Soo Lumber Co. . . . . Sault Ste. Marie, Mich. 


ontioes Hardwoods. Hard Maple a Specialty. Hemlock, White 
Pine. Modern Dry Kilns. Facilities for Suriacing, Resawing, etc. 


“Michigan Pole & Tie Co., . . . . . . . Newberry, Mich. 


Northern Hardwood Lumber, Old Faithful Hemlock, Northern 
White Cedar Poles, Posts, Shingles, Piling, Soft 6 Hardwood Ties. 


tMember Maple Flooring Mirs. Assn. 


WISCONSIN-MICHIGAN HARDWOOD 
22 





*Bay De Noquet Company . ... =. =. . Nahma, Mic. 


Sales Office, 817 Rail Exchange, Chicago — White 
Hemlock, Hardwood an Oe — Shingles, Cedar Products, tote. 


*Roddis Lumper & Veneer Co. . Marshfield & Park Falls, Wis. 


Compl. stk. N. Hdwas., peated, W. Pine, Cedar Prod.., -, Nagle. 
Brch. Fig. Hdwd. Ven'r'd Doors, Plywd. Mod. Dry Kiln 


“Copeland Lumber Co. . . . Ontonagon & Atlantic, Mich. 


Sales Office—CHICAGO—135 S. so Sie S Hardwood Lumber. 
Dimension. Dry Kilns and Planer. 


*C. M. Christiansen Co. . . . . . . .~ Phelps, Wis. 


An outstanding Wisconsin lumber manufacturer — Hardwood, 
White Pine, Hemleck and Cedar Products. 


“Wm. Bonifas Lumber Co. (y,,<Mils *t...4,) Seles Neenah, Wis 


Northern Hardwoods, White Pine, Cedar } = al Shingles. 
Squares, Lath. Modern Dry Kilns. Expert Millwork. 


*Underwood Veneer Co., . . . . . . Bessemer, Mich. 


Northern Hardwoods, Hemlock, W. Pine at Bessemer, Mich. 
Veneers and Panels at Wausau, Wis. 


“Goodman Lumber Company . . . . . . Goodman, Wis 


Northern Hardwoods, Hemlock, White Pine, Basswood, Hard- 
wood Dimension. Planing mill. Dry kilns. Rotary cut veneers. 


*Member Northern Hemlock & Hardwood Mirs. Assn. 


FLOORING !S UNEXCELLED 
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When They Go... 
They Go For TITAN 


Large or small, they all come down in record 
time for the Titan Power Chain Saw. The new 
Titan Model "ER" is a fast, clean-cut worker in 
the woods. It falls, undercuts, bucks, rips or 
crosscuts quickly and easily. The Model "ER" 
is easy to operate and light in weight — the 
lightest power saw for its capacity in the woods. 
Compact and rugged, the Titan can be easily 
maintained. Titan goes straight through any 
cut. Quick, easy wrist action on the improved 
self-energizing clutch allows rapid cut-out. Ask 
today for complete details on the Titan Power 


Chain Saw. 















MANUFACTURED EX€LUSIVELY BY 


@® MILL & MINE SUPPLY, inc. 


_ 2700 FOURTH AVENUE SOUTH SEATTLE 4, WASHINGTON 
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for your hardware 
department 


All the hardware you need to conduct a 
profitable volume business is contained in the 


new ‘“Store-within-a-store” offered by YALE 
Distributors. 


This compact cabinet is a complete sales 
unit. The variety of hardware it carries serves 


the most likely needs of your home-builder 
customers. 


Ask your YALE distributor to tell you more 
about the “Store-within-a-store’’. 


~YALE~ 


She name Yale helps mate the sate 
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One of Nine Built in ’38 and ‘39 
. .. Featured Nationally in ’47! 





_ These Houses of Plywood have 


had no repair or maintenance,’ 
... says Builder Burt Smith, 


“THE PLYWOOD IS MORE THAN 
‘JUST SATISFACTORY’” 


HIS attractive modern Portland, Oregon, home was fea- 
tured this year by two national publications and termed 






















With Exterior-type Douglas fir ply- by one “A House of Great Merit” .. . yet it was built not 
wood siding, this home exemplifies this year or last, but in 1939! One of a group of nine which 
one of the unusual methods of ply- utilized Douglas fir plywood for exterior walls and interior 


wood application. Battens covered the 


’ geen ; . detail, it features an advanced design which keeps it a “dis- 
joints, dividing the outside walls in 


inte amen asia: inition play home,” even after six years. The builder, Burt Smith of 
type plywood was used on the attrac Oswego, Oregon, says: “The houses were built in 1938 and 
tive dinette wall shown above. 1939 and the plywood is more than ‘just satisfactory’. There 
is a definite labor saving in application. The insulation value 
is good. These houses have had no repair or maintenance, 
PLYWOOD’S MANY ADVANTAGES while other houses built by me the same year have had major 
KEEP DEMANDS GREATER THAN repairs to exterior finishes.” 
PRESENT SUPPLIES 
Douglas fir plywood production is greater Dougl as Fir 


now than in prewar years. Today’s de- 


mand, however, is unprecedented — and 

raw material availability is the control- PLYWOOD 

ling factor in obtaining higher output. 

This uneven demand-supply ratio natu- LARGE, LIGHT, STRONG 
a 


rally means that plywood may not 
always be readily obtainable at any 


given time and place. Keep in touch 
with your regular source of supply as 
to price and delivery information. For Al 








technical data, write the Douglas Fir 
Plywood Association, Tacoma 2, Wash- 


ington. . Panels 
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Mr. Anderson, owner of a large hard- 
ware and paint store, knows through 
experience that a sound business de- 
pends on the confidence customers have 
in the dealer from whom they buy. He 
G. W. ANDERSON tells you why: 

oe “Many of my customers often ask me, 
“What is a good paint’ or ‘What brush 
will do the job best?’ They depend on 
me and I’ve got to have the answer—on 
the shelves. Good merchandise means 
repeat sales, so I must be right or I 
BRUSHES by PITTSBURGH suffer in the long run. That’s why I 
depend on quality products—on Pitts- 
burgh Brushes, to be specific. I know 
Pittsburgh makes fine brushes. I’ve 
used them myself and master painters 
THREE FAMILIES bear out my opinions. They’re made 
Pittsburgh's 100% Pure Bristle. No with quality materials. I can’t afford 

fer Gre enete taey. not to stock Pittsburgh Brushes.” 


A full line for every painting need 


Pittsburgh’s exclusive Bristle- 
Neoceta. Top quality perform- 
ance. Cost about one-third less. 


Pittsburgh’s 100% Neoceta. 
Cost about half as much as 
pure bristle, yet gives excellent 
performance and has special 
advantage, such as high resis- 


tance to water. 
the su 
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VACATION DAYS 


Dorothy Parker is credited with saying, “Anything 
that is any fun is either illegal, immoral, costs like 
blazes or makes you fat”. 


Here is a vacation idea for dealers that will provide 
both fun and profit—literally “do you good and help 
you too!” 


Why not tune up the family car and drive to and 
from your choice of a vacation spot, visiting some 
other retail operations on the way? 


Whether you drive south, east, west or north you 
cannot go very far without passing retail operations 
from which you can learn much. 


It is a delightful fact that dealers are a friendly 
lot and this, coupled with a justifiable pride in their 
own establishment, assures visiting dealers a most 
royal and cooperative welcome. 


If your vacation hobby is golf, you can easily find 
dealer golfers; fishing, there are some exceptional 
merchants in the fishing country; mountains or sea 
shore, there are probably a dozen crackerjack retail- 
ers en route. 


You might also include a visit to your favorite 
wholesaler’s establishment—or the plants of manu- 
facturing suppliers. 


The rapid evolution of plant and store facilities 
and the new creative developments in building prod- 
uct merchandising make it essential for the dealer 
who wishes to get the most out of his business to 
acquaint himself with what others are doing. 


The American Lumberman & Building Products 
Merchandiser is striving to keep you abreast of these 


Bumpinc Propucts MERCHANDISER, June 21, 1947 


innovations and improvements in retailing practices 
—hbut personal visits between dealer and dealer have 
extraordinary compensations. Both visitor and visitee 
benefit importantly. 


To get the most out of your visit to another dealer’s 
operation it might be well to have in mind a definite 
schedule of items on which to exchange information 
during the visit. 


Such a list might include: costs mark-ups and profit 
percentages; compensation plans in yard, office and 
sales; advertising promotional and selling practices; 
use of installment plans; purchasing, inventory and 
turnover facts; store arrangements and consumer 
traffic; departmental structures and merchandise 
policies; trade and competitive relations; training 
plans and programs, etc. 


A summertime of such exchanges could have a con- 
structive effect on the entire industry. 


Prepare now to visit and be visited! 


If any of our subscribers need the names of retail 
companies to visit—if you will send your vacation 
itinerary we will endeavor to provide the names of 
some companies on the way which will afford valu- 
able contacts. 


EDITOR 











© 2, 





Profits Through Service 


E PROFITS most who serves 

the best might be taken as the 
axiom of the J. P. McEvoy Lumber 
company owned and operated by J. 
P. McEvoy in Kirkland, Wash. 


This statement has been proven 


by this genial Irishman in his 27 
years in the community. He has 
coupled an alert and active interest 
in civie affairs with providing the 
customer with the best in person- 
alized service. This has resulted 
in an outstanding job of merchan- 
dising in a primarily rural com- 
munity. 

It is Mr. McEvoy’s contention 
that one of the most effective ways 
of making maximum sales in a 
community of this kind is to be en- 
gaged actively in civic organiza- 
tions. In this way he keeps in 
touch with the developments of the 
community. By close association 
and acquaintance with such activi- 
ties he has kept abreast of the 
needs of the community and aided 
in its development. At the same 
time being on the inside, so to 
speak, has made the selling of mer- 
chandise a great deal easier. 

During his residence in Kirkland, 
Mr. McEvoy has been associated 
actively with the American Legion, 
Rotary club, and Chamber of Com- 
merce. 


CUSTOMER IS BOSS 


WHEN a customer walks into the 
door of this lumber company, in 
effect he becomes the boss of the 
concern. It is recognized by the 
owner and his staff that the cus- 
tomer with his building problem 
must be satisfied. The average 
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WALT RAY, yard manager for McEvoy Lumber 
company. 


wage earner is the average cus- 
tomer and he is the one the com- 
pany aims to please. 

A one-stop service so far as a 
customer’s building needs are con- 
cerned has contributed to the mer- 
chandising job done by this firm on 
the east side of Lake Washington. 

“It has been the policy of the 
company to serve as a building 
headquarters for prospective build- 
ers in the territory,” in the words 
of Mr. McEvoy. 


While they found it necessary 
during the war to act as general 
contractors on building three 
houses because at that time no con- 
tractors would guarantee a price 
on houses, they have definitely 
withdrawn from the contracting 
field. The company acts only as the 


co-ordinator between the home 
owner and the building contractor. 


COMPLETE BUILDING SERVICE 


A COMPLETE home pian build- 
ing service as well as a farm plan 
building service is maintained for 
the convenience and service of the 
customer or prospective customer. 
In addition, the company is in a 
position to render architectural as- 
sistance where it is necessary. 
Furthermore, McEvoy Lumber has 
an adequate finance plan for month- 
ly payments on small jobs where 
the customer wants to make pay- 
ments over a period of several 
months. 

The company gives the prospec- 
tive builder complete service in 
planning and building a home. 
Whether it be a three to eight room 
house, a garage, a summer cottage, 
all are covered with this service for 
the family to plan and build a 
sound, durable and modern house. 


Several other services on house, 


building also are offered by Mc- 
Evoy to give the widest possible 
service and choice to the customer. 

If the general plan selected by 
the customer, through consultation 
and advise by the lumber company’s 
representative, requires an archi- 
tect the next logical step is taken. 
An architect is contacted for the 
prospective builder. Being ac- 
quainted with many architects, the 
McEvoy Lumber company refers 
the customer to the one who they 
feel is best qualified for the par- 
ticular type of job. 

Whether the customer wants to 
build a school, a church, a com- 
munity building, an apartment 
building, a large or small resl- 
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THIS is a general view of McEvoy Lumber Co. showing the office and salesroom in the center 

in the shape of a Cape Cod colonial cottage. On the right is the dry shed 54’x80” and also 

a small shed roof building which holds wood gutter, face brick, and chimney tile. The build- 

ing to the left with the lattice panels on the end is the shed for dry dimension and miscel- 
laneous products, and also a temporary location of the cabinet shop. 


dence this lumber company can 
refer customers to an architect in 
any field. It is this service that 
lends assurance to the customer, 
making him feel confident that his 
interests are being looked after and 
encourages him to deal here. 


When detailed plans are secured 
either from the architect or one of 
the building plan services, the com- 
pany continues its service by ar- 
ranging a meeting between a con- 
tractor and the customer. As esti- 
mates are given out on the cost of 
the structure, details of financing 
also are worked out. 


PAYMENT PLAN AVAILABLE 


A PAYMENT plan is available 
to the company’s customers, adding 
further to the one-stop service for 
the prospective ‘builder. Many of 
the questions, especially regarding 
financing so often hidden in a pale 
of inexperience of the average 
homebuilder, are cleared up and 
answered by the personal contact 
and conferences in the lumber com- 
pany office. Having established and 
instilled a feeling of confidence in 
the service and attention being of- 
fered him, the company makes the 
customer feel more secure and 
ready to go ahead with building. 

All of this free service the com- 
Pany considers essential in pro- 
ducing the necessary volume of 
Sales in this territory. 


The only actual business dealing 
the company has in the whole 
transaction from the beginning to 
the end is the selling of the lum- 
ber and other building materials 
when the customer is ready to 
build. Naturally the contractor 
since he has obtained the job 
through the lumber company is 





q MASTER MERCHANTS OF THE LIGHT 


CONSTRUCTION INDUSTRY 


One of the Nation's outstanding building products re- 
tailers is featured in each issue of this publication. 
editors of American Lumberman & Building Products 
Merchandiser believe these articles will be @ source of 
practical business ideas and inspiration to other retailers 
in the industry. Only tap-flight merchants will be fee- 
tured in the series, but @ sufficiently large number of 
them meet the exacting requirements so that it will teke 
many months to cover them all. 
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going to see that all the supplies 
are purchased there. The architect 
who drew the plans will steer other 
builders in the area to the same 
source of lumber and supplies. 

The company handles the stan- 
dard line of lumber, moldings, mill- 
work, insulation, hard board, a 
complete line of hard materials in- 
cluding cement, plaster, brick, lime, 
and mason supplies. They also 
carry a full line of paint and build- 
ers’ hardware. 

















OPERATES CABINET SHOP 


IN THIS connection, another 
service is the operation of a cabi- 
net shop in connection with the 
yard. For the past 20 odd years, 
Charles Berg has been associated 
with McEvoy as foreman of the 
shop. This facility is one consid- 
ered invaluable in the operation of 
a rural retail establishment inas- 
much as it enables the company to 
give quick service to customers in 
making up window and door frames, 
cabinet work, and in fact any de- 
tailed millwork. 

The community served by the 





INTERIOR view of the office showing small private office in the left background, bookkeeping . 
_ department in the right background. 
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McEvoy company is largely rural. 
Having services of this type con- 
centrated in one location means a 
great deal to the customer. It saves 
him considerable waste of time in 
travelling about to gather the de- 
tails on various phases of construc- 
tion. This is true even though 
Kirkland is only one-half hour’s 
drive from Seattle. 

The yard itself is located on a 
tract of two and one-half acres just 
outside the general business dis- 
trict at the intersection of two 
outgoing highways. One of the 
favorable factors of the location is 
the fact that while the business 
district has parking meters in front 
of all the business houses, the lum- 
ber company is just outside this 
zone. This provides ample facilities 
for unlimited parking of customers’ 
cars. 

“Jim,” as he is known to every- 
one in the community, came to 
Kirkland in 1920 with the Columbia 
Valley Lumber company. This com- 
pany was reorganized in 1925 to 
the Columbia Lumber company 
which overated under that name 
until 1937 when the plant was pur- 
chased by the East Side Lumber 
company. Mr. McEvoy was gen- 
eral manager for these various con- 
cerns through this period. In 1941 
he started his own yard on a 
rented location on the waterfront. 
In 1943 he purchased the present 
site from the former company he 


, 





CHARLES BERG, the shopman, shown working 
at the rip saw in the cabinet shop. 


managed, the Eastside Lumber 


company. 
CAPE COD OFFICE 


AN attractive Cape Cod colonial 
cottage houses the office and sales- 
room. The knotty pine interior of 
the salesroom adds to the friendly 
and homelike atmosphere of the 
company’s headquarters. 

An unloading bay at one end of 
the lumber storage shed provides 
for the convenient loading and un- 
loading of trucks with the floor at 





UNLOADING bay in end storage shed showing how the floor level in the shed is at truck bed 
level for the convenient loading and unloading of trucks. 


38 


June 


the same level as the bed of the 
truck. At the other end of the same 
shed, trucks may drive in for load. 
ing the conventional way of leg 
bulky and lighter loads. Nail bing 
immediately adjoining the drive. 
ways provide accessible storage of 
the nails in the bins immediately 
after unloading from the trucks, 

Personnel of the company cop. 
sists of Walter Ray, yard Manager 
a secretary and bookkeeper, yard 
foreman, two truck drivers, two 
yard laborers, and a shop foreman, 


A greater part of the successfy] 
operation of the yard is attributed 
by McEvoy to the capable manage. 
ment and supervision of Mr. Ray. 
He joined the staff in 1941, coming 
from Scotts Bluff, Neb. 


Customers find that employees of 
the lumber company reflect the per. 
sonalized service attitude stressed 
so much by their employer. All are 
an integral part of the organization 
and contribute tuwards its out- 
standing job of merchandising by 
always providing the service for 
which the company is known. 


USE OF REGULAR ADVERTISING 
a 


THE firm uses regular newspa- 
per advertising generally showing 
house plans; an unusual type of 
front page advertising in one of 
the local weekly newspapers, and a 
monthly house organ sent out te 
box holders in the territory. 


Most unusual and effective has 
been the homey, widely read front 
page of the weekly Kirkland News- 
Advertiser. “Jim Says,” as the two 
column three inch advertisement is 
headed, carries a different message 
every week. The brief message car- 
ries an original snappy saying from 
the ever fertile mind of “Jim” 
McEvoy. It may deal with a local 
angle of the lumbering business or 
the mention of specific products 
carried by the yard. 


This has served to keep the name 
of the McEvoy Lumber company 
before the public. It is only natural 
that when a person thinks of build- 
ing or wanting lumber supplies that 
“Jim Says” and the McEvoy Lum- 
ber company should come to mind. 
Immediately, upon following up his 
search for supplies, he is met with 
this friendly personalized one-stop 
service. John and Mary Doe are 
the bosses and most important 
members of the lumber company as 
their needs are filled. 


It is little wonder that the mer- 
chandising job done by this rural 
operator is ever on the increase. 

Service and more service! 
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ROBERT A. JONES, named promotional chair- 
man for Industry-Engineered homes. 


Industry-Engineered homes moves into operational stage; 
Robert A. Jones named promotional chairman of project. 


A Big Job in Capable Hands 


NOTHER LANDMARK in the 

development of Industry-En- 
gineered houses was passed on 
June 5. 

On that date the Producer’s 
council Inc., and the National Re- 
tail Lumber Dealers association 
jointly sponsored a meeting of the 
trade and consumer housing press 
to mark the evolution of Industry- 
Engineered housing from the en- 
gineering to the operational stage. 

The report of the completion of 
the engineering phase seemed to 
crystallize for united action the co- 
operative spirit among manufac- 
turers, dealers and builders which 
has become more and more marked 
during the progress of engineering 
these houses. 

Reports of progress were made 
by L. C. Hart, vice president of 
Johns-Manville Sales corporation 
and Norman Mason, president of 
the National Retail Lumber Deal- 
ers association, who are co-chair- 
men. of the Manufacturer-Dealer 
Coordinating committee which 
launched the project. | Gordon 
Lorimer, A.I.A., New York, ex- 
Plained in considerable detail the 
significant features of the engi- 
neering, 

Following these, Robert A. Jones, 
executive director of the Middle 
Atlantic Lumbermen’s association, 
Philadelphia, was unanimously 


chosen as promotional chairman to 
direct the next phase of the 
project. 

Mr. Jones will have the responsi- 
bility to develop a complete sales, 
educational and promotional pro- 
gram which will be used by the re- 
tail lumber and building materials 
dealers for the industry in ac- 
quainting the public with the why, 
what, how, when, where and how 
much? of Industry - Engineered 
houses. 

In .this work he will have the 
counsel and assistance of the mar- 
keting minds in the many building 
materials and equipment manufac- 
turer associations concerned with 
the products of which these houses 
are fabricated. 

It is expected that educational 
brochures, mailing pieces, newspa- 
per mats, etc., will be prepared and 
ready for distribution to the indus- 
try by September 1. 

A plan for the sale and distri- 
bution through lumber and build- 
ing products dealers of plans and 
specifications of these houses will 
be a part of this phase of the pro- 
gram, and by September 1 the deal- 
ers of the country should be 
equipped to start the erection and 
sale of these houses without fur- 
ther delay. 

Public announcement of the 
availability of Industry-Engineered 
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houses will be made later in the 
fall when the dealers have organ- 
ized the local industry to supply 
the demand. 

In introducing Mr. Jones as di- 
rector of the promotional phase of 
the program, Tyler S. Rogers, 
president, Producer’s council, em- 
phasized the personal gratification 
he felt in the noticeably growing 
cooperation for public service 
among all segments of the light 
construction industry, and_ the 
unity of purpose shown by the in- 
dustry leadership in providing 
quality homes that our people can 
and will buy. 

Douglas Whitlock, chairman of 
the Building Products institute, 
pledged full cooperation to Mr. 
Jones, and Edwin H. Carr, presi- 
dent of the National Home Build- 
ers association, spoke enthusiasti- 
cally of the significance of the 
project to industry and consumers 
alike. 

The University of Illinois is 
starting immediately the erection 
of six Industry-Engineered homes, 
under controlled research condi- 
tions. Methods analysis and time 
and motion studies on these homes 
will contribute further cost sav- 
ings to the ultimate consumer, The 
University of Illinois project is 
under the direction of William S. 
Schiek and James T. Lendrum. 
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ASBESTOS 
WICKING 


DRAWING of the asbestos wicking, showing the size of the metal screw as well as how it is used on 
the laps. 














Metal Roofing Paints . = 
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T°? PAINT or not to paint, is a tify to this point. Paint must, roofs were in a,well advanced rust watert 
question in most farmers’ therefore, be sold on the basis of stage and the first indication to use 
minds all year ’round. The slogan the profit that can be made out pointed toward the need for a new metal 
“Paint the surface and save all” of the extra life that a painted roof. Actually, the facts were be ma 
is rooted in a sounder economic building will give. This is especi- that very few of them needed im- punch, 
concept than just the fight against ally true in those areas where mediate replacement. Most of sheets 
corrosion. Painting is done as metal roofs and _ sidewalls are them could be made to give addi- screw 
much for appearance as for protec- widely used. tional years of service if properly 
tion of materials. It bolsters A true picture of the market painted. 
farmstead pride and satisfaction for paint on metal buildings can WH 
and the use of tints and colors be gained from the report we re- REPAIRS BEFORE PAINTNG larged 
makes the farmstead attractive and ceived covering the condition of RUSTED metal roofing and sid- can be 
interesting. metal roofs in twenty Missouri ing will always need some general the | 
However, the farmer can be a counties. Of the 3,874 buildings . repairs before painting. Some compo 
hard man to sell a paint job to for surveyed, 57 percent had metal metal sheets will have to be re- this 1 
appearance only. Thousands of roofs. Seventy percent of these nailed and even gasketed at the in it 
weather beaten buildings that can were rusted and 81 percent had laps to make them water tight. more 
be found along the highways tes- never been painted. Many of these Holes around nails must be caulked Wit 
and the surface prepared properly holes 
for painting. bad 
All loose nails must be redriven shoul 
carefully, but not so hard as to job.o 
dent the ridge of the sheet. If will b 
the nails are spaced more than from 
eight inches apart on the side laps Rust 
and six inches apart on end laps, the 
the sheets should be renailed to wire 
provide this nailing. Ordinary Stubk 
wide nails should never be used on stee] 
metal roofs. In time moisture will rust: 
rust these nails through and the must 
roofing will be torn loose by the oppor 
wind. Recommend only _ nails paint 
heavily coated with zinc for this off be 
use. These may be fitted with a UA} 
lead head, a lead washer, or a soft iron, 
iron mushroom cap that will seal zine 
the nail hole. oil, ¢ 
If nails will not hold, use sheet paint 
SPRAY painting a metal roof. metal screws to draw the sheets that 
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APPLYING asbestos wicking between laps on 
a low pitched roof to prevent leaks. 


together tightly. Where the screw 
is used as a substitute for the nail, 
renail below the screw to get good 
anchorage to the deck. Where 
asbestos wicking is needed between 
laps to make a low pitched roof 
watertight, it may be necessary 
to use a combination of nails and 
metal screws. New holes should 
be made in the metal with a small 
punch, the screw inserted and the 
sheets drawn together with a 
screw driver. 


FILL NAIL HOLES 


WHEN nail holes have been en- 
larged so as to cause leaks, they 
can be effectively stopped by filling 
the holes with a roof caulking 
compound. Select a compound for 
this work that has asbestos fibre 
in it for this fibre will make it 
more durable. 

With the sheets renailed, nail 
holes plugged and the few really 
bad sheets replaced the decks 
should be prepared for the actual 
job.of painting. “The sheets that 
will be painted should be dry, free 
from dust, dirt, grease and oil. 
Rust scale should be removed from 
the surface. Generally, a good 
Wire brushing will accomplish this. 
Stubborn spots can be cleaned with 
steel wool or scrapers. After the 
tust has been removed, the metal 
must be primed before it has an 
opportunity to rust again. Any 
Paint applied over rust will scale 
off before very long. 

_ A good prime coat for galvanized 
iron, steel or iron is composed of 
Zinc dust, zinc oxide, raw linseed 
oil, thinner and lacquer drier. Your 
Paint supplier will recommend one 
that you can stand behind. In 


DRAWING the lap tightly over asbestos 
wicking by using metal screws. 


general the prime coat may be fol- 
lowed as soon as it is dry, with any 
desired color of paint. Metallic 
zinc paints, which are most fre- 
quently used for this type of work, 
come in a natural gray color, but 
it can be changed to any color 
by adding a small amount of col- 
ored pigment to it. This coloring 
pigment does not detract from the 
metal protective features of the 
gray paint. 


CORRECT COLORING MATERIALS 

IF YOU are using a paint pro- 
duced to meet the Federal specifi- 
cation TT-P-641, the following 
coloring materials or any combina- 
tion of them up to a maximum limit 
of 10 percent based on pigment to 
replace an equivalent percentage 
of the zinc oxide is permitted: 
C.P. chrome green, C.P. chrome 
yellow, C.P. chrome oxide green, 
zine chromate yellow, burnt um- 
ber or iron oxide. 

If the roof surface to be coated 
is pin holed perhaps the best treat- 
ment is to apply a coat of a stand- 
ard asphalt roof coating. This 
heavy bodied material will close 
the pin holes and give additional 
years of service. These coatings 
can not be changed in color, nor 
painted over as the asphalt will 
bleed through most other paints. 

The American Zinc institute re- 
ports that when light reflection is 
desirable, aluminum paints may be 
used. However, they caution that 
it should not be used for a prime 
coat over rust. 


SPRAYING SAVES LABOR COSTS 
MANY farmers have resorted to 
painting their buildings with a 
spray gun. Some lumber dealers 


Buitpinc Propucts MERCHANDISER, June 21, 1947 








WIRE brushing the roof area in preparation 
for the prime coat of paint. 


PRIME coating the roof deck. 
the painter always works from a ladder 
that distributes his weight over a wide area. 


Notice that 


are experimenting with the sale of 
paint on an applied basis, depend- 
ing on a crew of workmen to spray 
it on. In a later edition we will 
give you the case history of a 
dealer that has been selling paint 
jobs this way. In either case it is 
essential that a good spray outfit 
be used and application be by a 
man who knows the technique of 
spray painting so that even, uni- 
form coatings are applied, avoiding 
piling up of paint that may cause 
sagging and streaking. A good 
operator can spray paint a build- 
ing adaptable to this type of work 
in a fraction of the time that a 
regular crew can hand paint it. 





Photos: American Zinc institute and 
Iowa Extension service, Iowa State Col-' 
lege. 
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4-SALES ROOM is 86x46 and the full basement 126x46. Note that 

the long service counter is faced with three colors of Marlite. Rear of 

counter are sample entrance frame and floor and corner China 
cupboard. 


W. WELSH, president of The East Ohio Lumber 

* company, Warren, Ohio, recently opened what he 
believe is the most modern store of its kind in the 
country. The pictures on these pages are submitted 
as evidence of this claim. 

Constructed of buff face brick, concrete and steel, 
the building has a frontage of 126 feet by 46 feet deep. 
It is heated with a battery of four automatic gas 
furnaces. The building has acoustical ceilings, as- 
phalt tile floors and an elevator that operates between 
the first floor.and basement. 

In addition to handling basic building materials, 
Mr. Welsh has expanded his lines to include builders’ 
hardware, electric refrigerators, gas ranges, paint and 
sporting goods. 

At the north end of the building are private offices 
for the president and vice president and a large audit- 
ing room with a spacious fireproof vault. On the sec- 
ond floor is a large conference and lounging room with 
amodern Curtis kitchen, also a spacious library which 
will be used as a headquarters for builders. A private 
toom is also provided for the estimator. 


© ne ae ER NN 





I-ATTRACTIVE exterior of buff face brick reveals the generous win- 
Ow space, an open invitation to pedestrian traffic. Adjoining the 
building is a parking space with a capacity for 50 cars. 


2—SEATED in one corner of the lounging room on opening day are 
the company’s president and secretary, left, Mr. and Mrs. J. W. Welsh, 
with their friends, Mr. and Mrs. L. A. Moore of Cleveland. 


3—MAIN display room showing hardware and paint departments. 
Note the bleached oak cabinets and modern display fixtures. Floors 
are asphalt tile. An elevator runs between first floor and basement. 
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INSTRUMENT panel in basement can pick up temperatures at 240 different points inside and outside 


the building. A continuous record can be kept of any 12 temperatures. 


Other charts will keep records 


of humidity, barometric pressure, draft, fuel and electricity used, also length of time that burner and 


blower are in operation. 


Wy BT method of heating will 
provide the homeowner with 
the maximum comfort at the mini- 
mum cost? 

The answer to that question is 
being sought at the Home Research 
Center at the University of Illinois 
where. a residence built for that 
purpose was opened this month. 

This residence, officially known 
as the new warm air research resi- 
dence to distinguish it from a resi- 
dence underwritten by the same 
association for the same purpose 
in 1924, was built and equipped 
by the National Warm Air Heating 
and Air Conditioning association. 


RESIDENCES COMPARED 

THE earlier building, a 10-room 
2% story frame building was in 
continual use for 22 years as a 
research center. The latest warm 
air research residence is a 54- 
room modern home with grey- 
shingled exterior and white trim. 
Each house equipped with record- 
ing instruments costs approximate- 
ly $25,000. 

Included in the home just opened 
are $5,000 worth of testing instru- 
ments to give a complete picture of 
indoor temperatures and the cost 
of producing them. In the base- 
ment is a central instrument panel 
with 240 switches connected with 
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seated at the table. 


Robert W. Roose, special research assistant in mechanical engineering, is 


Better home heating may come from this study at University 

of Illinois where latest laboratory-tested methods are incor- 

porated in a typical house. Recording instruments inside and 

outside the building will give a complete picture of tempera- 
tures and the cost of producing them. 


four miles of wifes which are at- 
tached to 240 thermocouples. 

These thermocouples —a_ stan- 
dard temperature-reporting device 
—consist simply of the soldered 
junction of two dissimilar metals. 
With the switchboard ends of the 
two wires at a known temperature, 
the current flow from the soldered 
joint provides a report of the tem- 
perature at the joint accurate to 
one-tenth of a degree. Therefore, 
by a flip of a switch in the base- 
ment, the temperatures can be 
noted from any one of the 240 
thermocouple outlets in the base- 
ment. 

In the center of every room a 
slender pipe protects wiring and 
supports the thermocouple outlets 
at intervals of three inches, 30 
inches and 60 inches from the floor 
and three inches from the ceiling. 
Thermocouples are embedded in 
the floor and in the ceiling at each 
of these standards. The north and 
south walls have thermocouples le- 


cated to extend three inches into 
the air on each side; others are 
placed on the wall surfaces and at 
points through the construction to 
give an eight-point temperature 
cross-section through the wall from 
interior to exterior. Thermo- 
couples are also located on and in 
the windows to study heat trans- 
mission through them. 

Other instruments used in the 
house are recorders to report hu- 
midity, barometric pressure, draft 
at the base of the chimney; com- 
bustion efficiency of the furnace; 
exact quantity of heat in the fuel; 
amount of fuel used; amount of 
electric power used; length of op- 
eration of burner and of blower; 
velocity of air movement and other 
factors. 

WEATHER STATION 


NEAR the house is a weather 
station set up by the Small Homes 
council of the university. Here 
instruments will record outdoor 
weather conditions — intensity of 
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NEW warm air residence at the University of Illinois to study and improve heating systems is the first 

structure in the university’s new Home Research center. Note the south exposure (right) which was 

designed with large thermopane window and eave overhang to study solar radiation factors. The 
residence was financed by the National Warm Air Heating and Air Conditioning association. 





ONE of the 240 thermocouple outlets—tiny 

wire projections sensitive to temperature 

thanges—may be seen projecting from the 
rod in front of Mrs. Roose’s hand. 


the sun, wind velocity and direction 
and exterior air temperature. Thus 
the heating system can be checked 
against interior and exterior tem- 
peratures and prevailing weather 
conditions. 

Although it is planned to change 
heating plants and units of plants 
at various times, the first system 
stalled is a forced warm air sys- 
tm using high sidewall registers. 

Three new ideas are included: 


l. The main duct leading from 
the furnace is the same size 
throughout its length instead of 
being reduced after each take-off. 

2. New types of both side and 
lop take-offs are utilized. 

3. The same size duct is used 
for the horizontal leaders across 


the basement ceilings as in the 
Walls, 


All of these ideas were tested in 





WALL panels of the living room are screwed into place to permit changing the heating system 

or research equipment. The slender pipe in the foreground supports thermocouples at three 

inches, 30 inches and 60 inches above the floor and three inches from the ceiling. These 

thermocouples are connected with the instrument panel in the basement for instant recording 

of temperatures. Arrow points to resistance thermometer attached to the rod for recording 
the air temperature. 
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the university laboratory and the 
findings were incorporated in the 
warm air residence. If these ideas 
prove themselves in actual prac- 
tice, it is expected they will point 
the way to lowered cost of home 
heating installations by reducing 
the number of man hours of labor 





RESEARCH ENGINEER ROOSE is pointing to 

the flue of molded asbestos tile which re- 

places the conventional brick and mortar 

chimney. Over his head is the uniform-size 

main duct from the furnace with one of the 

branch take-offs of equal size, features of 
this heating experiment. 


needed for installation. By using 
the same sizes for horizontal lead- 
ers and for vertical stacks, a de- 
cided reduction can be effected in 
the different sizes of pieces neces- 
sary to keep in stock. 


PANEL HEATING NEXT 


AS a means of comparison, panel 
heating will be tested next winter 
against .the forced warm air sys- 
tem. The ceiling will be utilized as 
a source of panel heating by cir- 
culating warm air through it in 
the space provided by the web steel 
joists. The air is delivered from 
the furnace to the open web joist 
space above the ceiling by insulated 
ducts or pipes. The air is then 
circulated over the entire space 
above the ceiling by the use of a 
series of baffles. After the air 
passes over the ceiling, it is re- 
turned directly to the furnace 
where it is heated again for a 
repetition of the cycle. 


The house, which was designed 
by Prof. D. B. Lindsay and Prof. 
F. M. Lescher of the university 
staff, was designed to utilize the 
solar principle. A large fixed ther- 
from the living room. A large eave 
mopane -window--faces the south 
overhang will cut off the sun’s rays 
in summer, but permit them to 
enter in winter. 


Other windows throughout the 
house utilize a type of sash which 
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glides horizontally. Storm sash is 
attached to the movable parts of 
these windows. The -windows may 
be lifted out entirely from the in- 
side for easy cleaning. The storm 
sash can be left in place all the 
year, thus utilizing their insulating 
properties against summer heat as 
well as winter cold. Screens fit the 
outside of the windows. 


Flanking either side of the fixed 
thermopane window are narrower 
windows of the same movable type, 
making it possible to study com- 
parative heat transmission through 
the two different types. The base- 
ment is lighted by full-size win- 
dows which afford the maximum 
amount of light since the areaways 
about these windows are terraced. 


Open web steel joists permit the 
use of either the floor or ceiling as 
a heating panel. Over the floor 
joists is a two-inch gypsum sub- 
flooring with an asphalt tile finish 
floor. 


NEW-TYPE CHIMNEY 


THE new-type chimney is made 
of molded asbestos tile instead of 
brick and mortar. It measures only 
about 10 inches in diameter but is 
claimed to be usable for all fuels. 
To keep the products of combus- 
tion from the water heater sep- 
arate so they cannot affect measure- 
ments of combustion products from 
the house heating plant, a similar 
flue is installed for the water 
heater. 


The rooms are paneled with ply- 
wood-mahogany in the living room 
and birch elsewhere. Doors are 
pressed plywood panel. The wall 





SAVINGS to the homeowner can be effected 
by reducing the number of sizes of parts and 
fittings needed for horizontal and vertical 
ducts. This picture illustrates the universal 
size of the ducts. The web steel joists over- 
laid with a two-inch gypsum sub-flooring 
provide fireproof construction and oppor- 
tunity for use of the joist space for experi- 
mental panel heating. 








OUTDOOR weather station near the house. 

Instruments inside the station will record in. 

tensity of the sun and exterior air tempera. 

ture. Wind velocity and intensity can also 
be checked. 


and ceiling panels are screwed into 
place to facilitate changes in the 
heating system. 

Dimensions of the rooms are: 
living room 13x22; master bed- 
room 12x14; bedroom 10x12; 
kitchen 11x11; utility room 9x11; 
bathroom 6x8. The attached garage 
is on the southeast corner and ex- 
tends southward@ from the house. 
The residence is occupied by Robert 
W. Roose, special research assistant 
in mechanical engineering, and 
Mrs. Roose. 


In addition to the temperatures 
registered by the various thermo- 
couples, a continuous record of any 
12 temperatures can be taken for 
an entire month without further 
attention by one instrument which 
éan be to any of the 240 points. 


COUNCIL OBJECTIVES 


THE home research center at the 
university is a part of the Small 
Homes council program. Organized 
less than three years ago, the 
council assimilates all information 
gathered at the university in all 
fields of home construction, equip- 
ment and maintenance and makes 
this information available to the 
public, at the same time undertak- 
ing new research activities like the 
warm air research residence. 


Major objective of the research 
center is to improve housing with 
particular attention to the low-cost 
single family unit. When completed 
the center will occupy a four-block 
site on the university campus. It 
will include a main building oF 
demonstration center, a production 
yard and three blocks of research 
homes. 


Other buildings beside the warm 
air residence will be erected when 
funds become available. 
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IN A SERIES OF MANAGEMENT 
P ‘i ARTICLES FOR EXECUTIVE 
PERSONNEL OF RETAIL BUILD- 
LAMANG ING PRODUCTS COMPANIES 
, NEW EMPLOYE seldom if Efficient operation demands that every employe from the 
Ouse, ever fits the specifications of ‘ : b aad 6 Mave’ 
rd ix | his job precisely. The preliminary truck driver to the credit manager be trained. Here’s a 
alse | steps to employment — screening sound approach that will help you solve the problem. 
interview, filling out qualification 
blank, and final interview—are all must take place on the job. This of the obvious sources of instruc- 
into designed to aid in selection of the is true whether or not he has re- __ tion are: 
the | applicant who most closely approxi- — ceived any outside training. The 1. College courses sponsored by 
mates the knowledge, attitude and — fact that it is true obligates the © NRLDA. 
are: skills the job requires. Even the progressive dealer to learn the 2. Textbooks and _ correspon- 
bed- most careful selection process usu- techniques of training so he can dence courses. 
x12: | @lly results in a man who fits the gach his men to their maximum 3. Manufacturers’ literature. 
x11: job rather roughly—who falls short efficiency. 4. Trade publications. 
ai ome Ree The first step in intelligent train- 5. Managers and executives of 
| ex. | adexceeds them in others. Thus, ing jg job analysis. In this con- your company. 
puse, | it becomes necessary to have a nection it is suggested you review Perhaps not any single source 
bert § ‘taining program and a training the job analysis and description can provide all of the training re- 
tant f ‘technique to tone down his objec- which appeared with the 12th ar- quired for every job. But a study 
and § ‘onable qualities and compensate ticle in this series. Similar de- of available material will reveal 
or remove his deficiencies. , scriptions of the jobs in your or- how it can be grouped to solve al- 
ures A corollary or parallel to this ganization should be made prepara- most any specific training prob- 
vain: need for employe training is what tory to planning a training pro- lem. 
pent should be a mutual desire on the gram. Training or teaching is always 
‘te parts of both employer and em- The next step is to make a list _ essentially a sales job, and involves 
thease ploye to develop the utility of the —o¢ aj] the things a man must know _ four basic steps which are directly 
hich new man so that he pays his way in order to perform the job as de- | analogous to the basic steps taken 
ts. in the shortest time possible, and scribed. These subjects should be by a skilled salesman with a pros- 
then advances to a place where he — arranged in a logical order—in the pect. Thus, to suggest that a retail 
merits increased income. order a man must learn them to be- lumber and building material dealer 
The retail lumber and building — come useful to the company as rap- _—¢an organize and operate a training 
t the products industry is now making  jqly as possible. The result is a or teaching program-in his own 
mall significant progress toward the goal _— master training schedule—an excel- business is merely to suggest that 
ized of better employe training. The lent example of one prepared by he apply the same technique to his 
the Educational committee of NRLDA — Whipple Brothers, Inc., Laceyville, | employes that he applies to his cus- 
ition can take credit for much of this Pa., is presented on these pages. tomers and prospects. 
1 all — Through the cooperation cabin intense ia 
uip- ot leading universities the indus- F 
akes try is now offered four year degree apenas ace coos - ’ THE four steps taken in teach- 
the courses as well as 30-day short tama tas te 7 the man being ing or selling an employe a specific 
tak- courses, both of them designed to rained for the job has had no pre- _ operation or general knowledge are 
the prepare a man for work in "i vious experience, the next problem defined as follows: 
~ plies is to determine how he can be i 
lail lumber yard. It is expected jo nant all th Behe eked 1. Preparing the employe. — 
arch that the committee will make a ae t — ne a s listed on 2. Presenting the new subject 
with home study course available at ee eages : uit dl matter to the employe. . _ 
cost some time in the future. Dealers 1 U% ae ee, or training has 3. Aiding the employe in assimi- 
otal ie urged to take advantage of = "_3™ some of the required lating and applying the new subject 
lock these educational aids and make knowledge or ability, those parts matter. 
Tt them available to suitable em- 1 the Schedule can be skipped in 4, Testing the employe to make 
- or ployes, his training.) This, of course, is certain that he understands and can 
tion a vitally important part of the pro- _use the new skill and knowledge in 
arch METHODS IN YARDS VARY gram and considerable thought his work. 
i a era ome must > devoted to it. The way it While these four steps are pre- 
iil is, ven — ting nig s : worked out will depend to a sented separately there are no clear 
im * ponsibilities vary from arge extent upon the size of the lines of division between them in . 
ne yard to another, the final ad- company and how many men are their practical application. They 
justment of an employe to his work in training at the same time. Some are fused in such a way that it is 
c. 
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impossible to tell when one stops 
and the next begins. 


SELL BENEFITS TO HIM 


IN the first step it is necessary 
to sell the employe on the benefits 
he will get from what is going to 
be taught to him. The employer, 
therefor, sets the stage by helping 
the employe see what is going to be 
taught, getting his mind focused 
on the subject, and arousing his 
interest in the subject. The employe 
is urged to recall from his former 
experience what he already knows 
about the subject. Next, the em- 
ploye is made to realize the im- 
portance to himself of what he is 
about to learn. He has to be sold 
to a point where he cannot afford 
to neglect this opportunity to learn 
something of value to himself. 

When the employer feels that the 
interest of the employe has been 
aroused to a point at which he is 
anxious to get on with the work, 
the employer presents the subject 
matter. This, of course, is the most 
important part of the whole proc- 
ess. Presentation of material must 
take into account the learning abil- 
ity of the employe. Each detail, 
idea or operation must be presented 
or explained in terms which are 
understandable. Some ideas must 
be presented by means of oral ex- 
planation; many must be demon- 
strated; some require a sketch or 
a diagram; and others are pre- 
sented best by means of a picture. 
In any case the employe must 
understand what is being presented 
before he can assimilate it. 

In the third step, assimilation of 
the subject can be done only by the 
employe, but it is generally neces- 
sary for the-employer to assist the 
employe in visualizing applications, 
and in reconciling the new ideas 
with former beliefs or practices. 
The process of accepting or acquir- 
ing new skills takes time, and re- 
quires mental or physical effort, or 
both. Some employes will resist 
the whole idea, and can be won over 
only by adapting the pace of teach- 
ing to the ability of the employe 
to learn. In this stage he is going 
through exactly what a prospect 
for a new house is going through 
in the third step of a selling proc- 
ess. He is sorting, selecting, cata- 
loging, substituting, eliminating, 
supplanting and adding to the ideas 
and habits he already possesses. 
The best way to help him is to have 
him use the new idea or skill im- 
mediately. This can best be accom- 
plished by discussion of the steps 
involved. If a major task is being 
presented, it obviously involves sev- 
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eral details or steps, and teaching 
can be done best if the employe is 
given time to assimilate one detail 
or step at a time. 

In the fourth step the employer 
discovers whether the employe has 
gained sufficient mastery to per- 





form the new work with little or no 
further instruction, whether he has 
the safe feeling that he can do the 
job entirely on his own. This test. 
ing, an important part of the teach. 


ing 


job, can be carried out in a 
(Continued on Page 82) 





ist Period 


1. RECORDS AND FORMS 
USED 


. Time Cards 

. Sales Tickets 

Petty Cash Slips 
Daily Reports 
Work Sheets 

. Truck Report Forms 
Order Forms 

. Transfer Forms 


SNM A Pw > 


2. ALL ITEMS LISTED IN 
PRICE BOOK 


. Plaster 
Lime 
. Cement 
. Wallboard 
Sash 
. General Hardware 
Roofing 
Sand 
. Paint 
10. Millwork 
11. Silos 
(The above 11 items are indica- 
tive headings only. The price book 
contains several hundred items to 
be considered in this part of the 
training.) 


OHPNOIP WS 


3. CREDIT AND COLLECTIONS 
1. Establishing Credit 
2. When to give Credit 
3. Collection Procedure 
4. Statements 


4. EVALUATING INSIDE/OUT- 
SIDE YARD PROBLEMS 


1. Proper routing of orders 

2. Coordination between fore- 
men 

3. Proper handling of sales 
tickets 

4. Maintaining proper 
of responsibility 

5. Spot checking work 


areas 


5. RESPONSIBILITIES OF 
SALESMEN AND BOOK- 
KEEPERS 


1. Sales Tickets 

2. Proper Filing 

3. Correct Prices 

4. Methods of Selling 
2nd Period 


6. PROBLEMS AND DIFFICUL- 
TIES OF BUILDING TRADE 
1. Lack of Material 
2. Problem of Substitution 
3. Small Home Construction 
4. Transportation 
5. Improvements 


7. ORGANIZATION OF 
OFFICE/YARD PERSONNEL 


1. Clerk 





TRAINING SCHEDULE FOR OFFICE FOREMAN 
FIRST YEAR 


3rd 


10. 


11. 


4th 


12. 


13. 


14. 


15. 


Period 


2. Salesman 
3. Foremen 
4. Truck Drivers 
5. Laborers 


SAFETY REGULATIONS 

CONCERNING: 

. Equipment 

Motor Vehicles 

. Fire 

Theft 

. General Safety for Local 
Yard 


SECOND YEAR 


MACHINES WITH WHICH 
HE WORKS 


1. Typewriters 
2. Dictaphone 
3. Adding Machines 


USE OF S. P. I. 


. Handling of Sales Ticket 
. Making reports of any kind 
. Sales Procedure 

. Use of Price Book 

. Accounting Procedures 


apwn— 


COURSE IN HUMAN RELA- 
TIONS 


1. Direction of Personnel 
2. Counselors Program 
3. Problems of Workers 
4. Policies of Company Con- 
cerning: 
a. Vacations 
b. Insurance 
c. Hospitalization 


Period 


PRINCIPLES OF RETAIL 
SELLING 


. Products to be sold 

. Natural appeal of product 
. Display 

Advertising 

Methods of selling 

. Personal approach 


USINESS PSYCHOLOGY 


. Products to be sold 

. Natural appeal of product 
. Display 

. Advertising 

. Methods of selling 

. Personal approach 


OAPoONn=gQ BAPwWN> 


BASIC PRINCIPLES OF 
INSTRUCTION 

1. Visual 

2. Conference 

3. Coach-Pupil Method 

4. How to Prepare 

5. Value of Good Examples 


STUDY OF ORGANIZATION 
CHART 
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Milcor Louvre Ventilators solve 
these problems of the modern home: 
1 They cross-ventilate the attic, to relieve 


® the oven-like top-floor heat generated 
by the summer sun. 


2 They remove moisture-laden air in 

® attic spaces, thus relieving condensation 
which otherwise occurs in modern, practi- 
cally air-tight homes, This annoying winter- 
time problem sometimes causes water-stains 
on ceilings and serious damage to sheath- 
ing, studs, and roof members. 
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Side Wall and Roof Louver Ventilators 


Milcor increases the efficiency of 
its production methods — and 
pares its own profit — to reduce 
louver ventilator costs 


To help your customers toward lower 
building costs—which we believe are 
generally too high today for the good 
of the industry — Milcor has taken 
this important step in its price policy: 

All sizes and styles of Milcor all- 
steel Side Wall and Roof Louver 
Ventilators have been substantially 
teduced in price. 

Even though steel prices have gone 
up from 15% to 20% —even though 
labor costs have increased more than 
50% (over pre-war) — Milcor has 
cut pre-war prices of louver ventila- 
tors as much as 20%! To do this, 
Milcor has modernized its manufac- 
turing methods — and sacrificed a 
considerable portion of its profit. 
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Since Milcor is a large producer 
of louver ventilators, this price re- 
duction extends welcome savings to 
the builders and buyers of homes 
everywhere. Milcor suggests that 
over-all building costs can be mate- 
rially reduced, if others in the build- 
ing industry make an effort to fall 
in line, wherever possible. 

Learn more about the louver ven- 
tilator savings you can pass on to 
your trade. Write today for price 
list on Milcor Side Wall and Roof 
Louver Ventilators — showing old 
and new prices, and specifications, 
including sizes, weights, etc. 
MILCOR STEEL COMPANY 


Inland Steel Products 
MILWAUKEE 4, WISCONSIN 


Baltimore 24, Md. Buffalo 11, N. Y. 
‘ Chicago 9, Ill. 
Cincinnati 25, Ohio | Cleveland 14, Ohio 
Detroit 2, Mich. . 
Kansas City 8, Mo. Los sm 23, Calif. 
Rochester 9, N. Y. 
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IN A SERIES OF LESSONS FOR 
CONSUMER SALESMEN OF LUM- 
BER AND BUILDING PRODUCTS 














Your “/clephoue 


IS A SALES TOOL 


ae 

UCH HAS BEEN written 

about proper use of the tele- 
phone, and certainly the instrument 
has become practically indispens- 
able in business life today. The 
way a company handles its tele- 
phone calls does much to establish 
its reputation with the public. 


project and attempt to secure an 
appointment to survey the job and 
make your recommendations. (c) 
The person who calls to ask the 
price of some product such as roof- 
ing. Frequently this individual 
fails to give her name, although 


hours of 9:30 and 11 in the morn- 
ing—between 1:30 and 4:30 in the 
afternoon. During those hours 
women are not so apt to be in the 
midst of preparing a meal or some 
other household task, which they 
can’t leave. 

















This 
Standard policy in the matter is . “The 
usually determined by top manage- built 
ment. mod 
The consumer salesman in the re- 
tail building products company can Conserve foot work and secure appointments 
increase his effectiveness and light- q Se 
en his work by intelligent use of by means of effective telephone solicitation. Prof 
the telephone. It is a valuable sell- 
ing tool. But it is also dynamite Stru 
on your desk and improper use of Hon 
it may be actually harmful. A 
telephone conversation cannot take 
the place of a personal call at the you should obtain it if possible. Ask for your prospect by name. 
prospect’s home or of a visit to the If you cannot make an appoint- Endeavor to concentrate calls in Yo 
store by the prospect. _ ment with her, urge her to come to one area, so that interviews ar- —a 
As a salesman you will probably _the store. Convince her that you ranged will be as close together as wit 
have to handle two types of tele- have a wide selection of roofing in _ possible. It will save much time _ 
phone conversations: different patterns and prices that if you don’t have widely scattered 
1—You will call prospects. The must be seen to be appreciated. calls to make the same day. _ 
purpose of these calls should not Speak cheerfully. Talk in a busi- des 
be to close sales but to secure ap- SECURING APPOINTMENTS ness like manner. Assume the at- XY 
pointments to make free surveys. TELEPHONE solicitation must  titude you are rendering a service. ~~ 
2—Prospects will call you. Prob- be brief, simple and tangible. It Speak slowly, deliberately, clearly. = 
ably some incoming calls will be must be tangible because the pros- Remember that the voice with the lov 
switched to you whether or not the pect can’t see what you’re talking smile still wins. tai 
person calling knows you or has about. He probably doesn’t know Here is a sample solicitation de- 
asked for you by name. Majority anything about the product being signed to secure appointments with Im 
of these calls will come from three offered him, and most of all, he prospects for home insulation jobs. by 
types of individuals: (a) the per- doesn’t know why he ought to buy After your prospect is on the tic 
son who knows what he needs and__sit. ~But he will consider your prod- phone tell her your name and the ‘sh 
wants to place an order. The proper uct if you offer him something he name of the company. If you are 
way to handle this is to suggest re- thinks he knows about or ought to privileged to use the name of one TI 
lated products so that the order know about. of her neighbors or friends who op 
may be built higher, wider and Arrange that the telephone be in has given you the lead, do so. Then 
thicker. (b) The person who has’- a quiet place, so there will be no say: “Possibly you have heard of 
some type of building or remodel- distractions—a private office, if our Home Conservation plan? Well, 
ing project in mind but doesn’t possible. there is still danger that fuel sup- 
know which materials are suitable Time calls to fit in with local plies will be short next winter and 
for it. In this case you should find conditions. Generally speaking, it this plan is designed to cooperate 
out as much as you can about the is advisable to call between the with the Government’s wish that 
50 June 21, 1947, AMERICAN LUMBERMAN & Bun 
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Now You Can Make Big Profits 
Building Small Homes! 


STRAN-STEEL 


ARCH-RIB HOMES 






This Stran-Steel Home, 
“The Brighton,” was recently 
built in Florida from one of the many smart, 
modern designs available through Quonset dealers. 


Profitably Sold for Between $4,000 and $6,000... Eligible 
Structurally for F.H.A. Mortgage Insurance... Stran-Steel 
Homes Meet Every Requirement of Your Greatest Market! 


You can build Stran-Steel Homes quickly, easily new money-making opportunity for you. See your 
~and now. Your Quonset dealer furnishes you local Quonset dealer today, or write for his name 
with Stran-Steel arch-rib framing and exterior and additional information. 


steel sheathing. You’re free to use your own labor 
and collateral materials and to introduce any 
design variations you like. 


You can sell Stran-Steel Homes like hot cakes— 
and profitably. They’re really attractive, really 
low in cost. And they’re modern, easy-to-main- 
tain, livable, sturdy and safe. 


Important construction advantages are gained MORE AIDS TO BUILDERS 
by the use of nailable Stran-Steel framing. Erec- Effectiveness and economy in the use of land are 
tion time, close-in time and financing time are all demonstrated in typical site plans fur communities 


‘shorter. Labor costs are lower, profits higher! of 25, 100 and 1,000 homes, developed by Seward 
»~P & H. Mott, noted land planning engineer. These plans 


This revolutionary new housing development are available to builders. 
opens up a tremendous home market—a great 





GREAT LAKES STEEL CORPORATION 


Stran-Steel Division ¢ Dept. 29 © Penobscot Building ¢ Detroit 26, Michigan 
UNIT OF NATIONAL STEEL CORPORATION FRAMING 
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everyone conserve fuel by insulat- 
ing. Is your home insulated, Mrs. 
Brown?” 

The most probable answers to 
the question are: 

A. “No, my home 
lated.” 


B. “Yes, my home is insulated.” 

C. “I can’t afford it.” 

D. “I’m not interested.” 

If the answer is “No, my home 
isn’t insulated,” say: 


Would eight o’clock tomorrow 
night be a good time for me to 
visit you and talk about how you 
can insulate your .home right 
now without any down payment 
at all? 

If the answer is “Yes, my home 
is insulated,” say: 

I am glad of that because that 
means you will save fuel next 
winter.. Another way of saving 
fuel is through the proper use 
of storm doors and windows. To 
avoid a big rush in the fall, we’d 
like to see your promptly about 
that. Would eight o’clock tomor- 
row night suit you? 

If the answer is “I can’t afford 
it,” say: 

There is no down payment, Mrs. 
Brown, and the monthly payments 
are quite small. As a matter of 
fact, the saved fuel will pay for 
insulation, so that soon you will 
be making a profit on it. It will 
cost you nothing to find out and 
of course will place you under no 
obligation. May we call? Would 
seven or eight tomorrow night 
be convenient? 

If the answer is “I’m not inter- 
ested,” say: 

Thank you for your courtesy. 
Would you like to have the latest 
information on home improve- 
ments as new materials are de- 
veloped and new ideas worked 
out? We’d very much enjoy 
sending you this information. 

If, when you ask about storm 
doors and windows, the answer is 
the home is equipped with them, 
then you say the same as when the 
answer is “I’m not interested.” 

Where a telephone conversation 
can go is of course impossible to 
say. In general, if the conversa- 
tion gets by the first objection 
offered, the salesman can seldom 
make more than one suggestion 
and an alternate suggestion, such 
as was indicated above. But the 
object is to move the conversation 
along (briefly of course) until 
some hint is given that indicates 
interest on the part of the pros- 
pect. That hint is immediately 
closed upon with the suggestion 
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isn’t insu- 


that you will be glad to call on 
Mrs. Brown with complete infor- 
mation on the subject. 


ONE APPROACH AT A TIME 

ONLY one approach should be 
used at a time. That is, a well 
thought approach designed to sell 
one type of service should be used 
until the situation has changed or 
that some other type. of service 
should be sold—or until the same 
list of prospects is Being called 
over again. 

The approach itself is based 
upon a knowledge of the local sit- 
uation, in other words, a knowl- 
edge of a need that is general. In 
the spring, for example, there is a 
general need in most localities for 
repainting the house. If the house 
doesn’t need painting, it might 
need re-roofing. Re-roofing, then, 
might be the alternate suggestion 
in case the paint approach doesn’t 
fit. 

Telephone solicitation relies to a 
large extent upon the law of aver- 
ages. You can make ten calls on 
the ’phone to every one made in 
person. Ten turndowns on the 
*phone don’t take much time, and 
the eleventh call might strike a 
real sale. The main thing is to 
learn to keep on calling and re- 
gardless of turndowns to keep the 
smile in your voice. .. Never make 
the mistake, however, of believing 
that this telephone solicitation can 
take the place of personal calls. Its 
real purpose is to secure inter- 
views for you. 

Listen to the words of a deal- 


‘ known her for years! 





er who has been unusually success. 
ful in selling by ’phone. “The 
‘phone rings,” he says, “and an 
inquirer starts to ask prices on 
roofing. I have a good memory for 
voices and I know at once that the 
inquirer’is not a person I knovy, 
And she doesn’t introduce herself. 

“But I talk in as free and 
friendly a manner as though I had 
I don’t let 
myself, for an instant, show that 
I am uncertain as to who she is, or 
that I regard it as a little odd that 
she hasn’t given her name. 

“She is interested in cheap roof- 
ing. I want, of course, to sell her 
a quality brand. However the way 
to do that is not over the tele- 
phone! My mind is made up that] 
am going to sell that prospect on 
quality if the thing can be done, 
but the first step is to get her 
down to the yard. So I fall right 
in with her low price mood. I tell 
her we have roofing at low prices 
—that we can meet competition. 

“Of course I am interested in 
learning who the inquirer is. As 
we get down to details it becomes 
logical for me to obtain informa- 
tion about the hquse for which the 
roofing is desired. As we discuss 
things the identity of the inquirer 
usually is revealed. 

“Not always, however, but if I’ve 
handled the conversation right a 
large percentage of these people 
come into the yard to look at our 
selection. Then I have the oppor- 
tunity to show what I can do in the 
way of converting a price buyer 
into a quality customer.” 





Classify 


at their homes? 


cheerfully? 





QUIZ FOR CONSUMER SALESMEN — LESSON 13 


|. What are you trying to accomplish when you telephone a prospect? 
2. Can a telephone conversation take the place of a personal call? 


3. Probably * sy will have to handle some incoming calls from prospects. 
e three common types of such calls. 


4. When 'phoning to secure an appointment your solicitation must be 
brief, simple and tangible. Why must it be tangible? 


5. In your community what are the best hours to telephone prospects 


6. Why should you endeavor to concentrate the day's calls in one area?. 
7. What is meant by the “alternate suggestion?" 
8. What does the law of averages have to do with telephone solicitation? 


9. Where do you have the best chance of converting a price buyer to 
a quality customer; over the ‘phone or in the yard? 


10. In using the telephone do you remember to speak clearly, slowly and 
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Grille For All Doors 
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the Fully Adjustable Very Sturdily Built 













1yer 
Made of ALACROME ‘White’ Metal 
“a The No. 1 FITS-ALL GRILLES shown on the two doors above 
are our standard stock grilles that will fit nearly any door. Bech FITS-ALL Grille 
These artistically designed grilles are made of Alacrome cones ouaniaen ath 
‘ metal and have a beautiful, silvery satin finish that will not screws for installing. 
tf rust or tarnish. Not only does the FITS-ALL enhance the Packed 12 grilles to a 
beauty of a door—it acts as a rigid brace two ways. Our No.1 carton. 


FITS-ALL can be adjusted from 18” to 37” between stiles. 
. NU-WAY PUSH GRILLE 


These other sizes are also available 






e 


FITS-ALL 
No. 2 





FITS-ALL 
No. 3 







This NU-WAY Alacrome Push 
Grille comes for both 32” and 
36” doors. ht, sturdy, and 
very ornamental. End caps and 
screws furnished with each grille. 
Packed 12 to carton. 










Our No. 3 FITS-ALL is for 
the lower section of screen 
doors with @ center cross- 
ber like the one illustroted 
et right. Fits doors from 30° 
te 36” in width. Pecked 12 
te « certon. 


Our No. 2 FITS-ALL is 
furnished in peirs for the 
lower panels of screen doors 
9 with divided lower sections 
8 such as the door et the 
right. Fits doors from 30” 
to 36” in width. Pecked 12 
peirs te « carton. 


: MACKLANBURG- DUNCAN CU. 
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MULTIPLY BY 80 


Maryland dealer directs his business with a knowing 
hand through a dozen years of tremendous expansion 


HE LIVEZEY LUMBER com- 

pany, Inc., Aberdeen, Md., is 
about a dozen years old; and until 
its recent incorporation it has been, 
in terms of owner-management, a 
one-man concern. 

G. Kessler Livezey Jr., the gray 
haired young man who is president 
of the corporation, organized the 
business in the middle ’30’s and 
has brought it along through a pe- 
riod of startling growth to its 
present position. 

It’s hard to put the finger ex- 
actly on these factors of expansion. 
Sure enough, a branch has been 
opened at Havre de Grace; the 
Aberdeen plant has been increased 
in size and will be made still larger 
when necessary materials are avail- 
able; inventory lines have been in- 
creased both in numbers and in the 
amount of stock handled; service 
offerings have been expanded; and 
the trade area has been widened. 


RAPID COMPANY GROWTH 


THESE things help explain the 
growth of the Livezey company. 
Measured in assets and business 
volume, the organization is now 
about 80 times its original size 
as of 12 years ago. That’s right; 
80 times. When these things are 
mentioned, Mr. Livezey smiles and 


says that maybe the business was . 


small when it was started. Maybe 
it had to grow pretty fast to keep 
up with its opportunities. 
President Livezey seems not to 
depend upon any one success for- 
mula of merchandising or manage- 
ment; but there are a few he'd 
name in making up an operations 
list. 
‘* Business, he thinks, ought to be 
handled by people who really know 
how to handle it; and this helps 
explain the extensive and continu- 
ous training of the staff. Part of 
the training is formal and techni- 
cal. For example, the company 
sent two men to school recently, at 
Penn State; and others will be 
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LIVEZEY Lumb 





given similar opportunities. Part 
is on-the-job training; with every- 
body guided a bit and encouraged 
to work out better methods. 


MAKES BUSINESS FUN 

THERE seems to be a relaxed 
quality in this on-the-job instruc- 
tion; lots of speed and a world of 
interest, but none of the do-or-die 
tension that always handicaps and 
often ruins even the best of can- 
didates. In the Livezey yards busi- 
ness is supposed to be fun as well 
as being a source of public service 
and of company profits. 

In terms of individual ages, the 
staff is a -young organization; 
something that made difficulties 
during the war years. Of 36 peo- 
ple on the rolls at the beginning 
of the war, 31 went into service. 
A number returned when the war 
was over; but something more than 
20 new people have been added to 
the staff. This helps explain the 
importance attached to staff train- 
ing. Business ought to be handled 
by people who know how. 

But next, in an expanding or- 
ganization, there’s the question of 
which should have priority; the 
goods to supply the trade, or the 
plant to shelter and display and 


P 


y, Aberdeen, Md. 


help sell the goods. A case can be 
made for either; and managers 
would like to develop both along 
parallel lines. 


PLANS IN BLUEPRINT STAGE 


PARTLY because the war made 
materials for commercial building 
hard to get, the Livezey company 
has a considerable part of its new, 
model yard still in blueprints. A 
new display building with second- 
floor general offices has been com- 
pleted, and a warehouse has been 
started. There are two temporary 
warehouses along the railroad, sev- 
eral blocks from the main yard, and 
the big stand-by inventory of lum- 
ber is some distance away in the 
center of town. Meanwhile the 
original frame office and_ sales 
building has been repeatedly ex- 
tended. Mr. Livezey pointed, with 
some amusement, to the series of 
lean-tos that have marked its 
growth; but the fact is that it’s an 
efficient ‘building, and in it the com- 
pany has touched or passed annual 
sales of million. All of which 
indicates that while a carefully en- 
gineered show yard is a good idea, 
and this company will have one be- 
fore so long, the combination of a 
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Here’s a picture of a ‘“‘Job-Rated”’ 
truck . . . a truck that fits its job. 


Take a good look at it! 


This truck has exactly the right one 
of 7 Dodge ‘“Job-Rated’’ engines to 
provide the pulling power the owner 
needs, with the economy he wants. 


It has exactly the right one of 5 Dodge 
“Job-Rated”’ clutches, 4 transmissions, 
18 rear axles . . . the right units 
throughout . . . for “‘top”’ performance 
with the loads it carries, over the roads 








it travels. It is completely ‘‘Job-Rated’’ 
to fit its job . . . to last longer, and for 
dependable, money-saving operation. 


YOU, too, can buy a truck that will 
fit your job . . . giving you better per- 
formance at lower cost. 


To get such a truck, see your Dodge 
dealer. He will analyze your needs. 
He will recommend the right truck. 
He will serve you well . . . including 


dependable truck service whenever 
you need it....See or call him today. 


2  —_—— = 


jy | BBW Divssion St 


* 
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DODGE 
Got Raed TRUCKS 


Fit the Job...Last Longer ! 
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ity. Wet lumber, and some mill 
work made of green stock, thege 
things have ‘been a_ headache, 
“These people know me by my first 
name,” he says, “and they take 
my word in regard to building, J] 
have to live with them. It’s going 
to be better for them and for me 
to wait for quality materials. Of 
course these materials are coming 
through now; at least in larger 
amounts. I'll probably get a lot 
of building done for the customers 
before I finish this yard.” 

The company carries a wide va- 
riety of goods, in addition to the 
electric equipment mentioned 
above; paint, tools, plumbing fix- 
tures and garden equipment and 
supplies. 

One record, much prized in the 
office, is a photographic album 
showing the development of the 
yards, year by year, and the houses 
and other buildings for which the 
company supplied materials. It’s 
a record not only of the company 
but also of community expansion. 





trained staff and a workable stock 
of goods probably should have that 
priority rating. 

The display building is given 
over largely to household electrical 
equipment; ranges, deep - freeze 
units, refrigerators, dishwashers, 
room-size air conditioners and a 











multitude of small items, such as Accesso 
toasters, waffle irons, power mixers, woman. 
electric pumps and the like. There They so 
seems to be an immense local mar- ence 
ket for all these things; especially, Revnok 
at the moment, for refrigerators. ey , 

Mr. Livezey was reluctant, for right ha 
some time, about displaying these That 
articles. He doesn’t like to adver- eaterio 
tise anything, in any way, on which in Rey 
he can’t make immediate delivery. ATTRACTIVE new office and display room. hi 

In fact he refused to put the com- a aN 
pany sign on the new building, for In acce 
this same reason. He’s now rea- Reynol: 
sonably well assured of getting Roll FI 
shipments. But when he must ask 

customers to wait for delivery he you cai 
doesn’t ask them to sign a contract Reyr 
or make a deposit. He'll give them selling 


memorandums, and he always sup- 
plies these people exactly in order 
of their applications. 

During the war and the post-war 
period, Mr. Livezey says he has 
discouraged a rather large volume 
of house construction he could 
have had. It hasn’t been entirely 
a matter of prices, though he 
doesn’t like the possibility of a 
decline in building costs before 
these mortgages get paid off. It’s 
been in part the difficulty of get- 





ONE of the trucks. Note the unusual sign: a child is playing with 
: “ blocks which spell name of the company. Above that is the slogan: NOT 
ting materials of dependable qual- “Now Let's Build.” were 

Bui 
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FORMED VALLEY 
for_all types of roofs 


Of GABLE END STARTER ™ cot 
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lot 
ers 


e i 
the : 


WY 3 Hees * CORNER POSTS, inside 
um for Shingles and and outside, for Clap- 
the Gil Sheet Roots board, Weatherboard. 

2 Also CORNER CAPS i INTERLOCKING SHINGLES 


1S€8 —  ——_ res a . Ses ; 44 | for Clapboard as show : 8 CLAPBOARD SIDING 
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ROOFING AND SIDING 
THAT HAS EVERYTHING 3 


ial ... including all accessories and aluminum nails! Weatherboard Siding. Crimped 








like 4-in. clapboard. 8, 10, 12- 
ft. lengths; 24” coverage. 
Accessories do a lot to sell a costume toa __in inquiries that ask “who is my local 


woman:... or roofing and siding toaman. dealer.” People want aluminum’s perma- 
They solve application problems, reduce _ nence, its protection against fire, rust, rot 
labor costs, give a better finish to the job. _ and termites, its radiant insulation. 

Reynolds offers a full line, including the So stock this complete line. Stock the 





spcenecarmeaneamenecenmemenmr senate: -s0nieo terete 


right nails and washers. accessories that sell by themselves, and 
That means you sell the” full list of help you sell the entire job. Write for de- “Saap-Seal” fooling. Sheets in- 
materials for any roofing and siding job _ tailed literature . . . offices in principal terlock covering all nails, 6, 8, 





Andagges, il “agg a 10, 12-ft. lengths; 24” ; 
in Reynolds Lifetime Aluminum. And _ cities . . . Reynolds Metals Company, a eae 


you ave another profit-making sales line Building Products Division, Louisville 1, 
in accessories sold separately ... like Kentucky. 

Reynolds Ridge Roll, Formed Valley, 
Roll Flashing, Roll Valley. What’s more, 
you can get all you want, immediately! 


Reynolds national advertising is pre- 
Corrugated. Extra-thick (.024”). 
6, 8, 10, 12-ft.; 26” wide; 1%- 
in. and 2¥-in. corrugations. 





selling your customers now . . . bringing 








REYNOLDS /ifetime ALUMINUM 








BUILDING PRODUCTS. = ' 


(.024”). 6, 8, 10, 12-ft. lengths; 
24-in. coverage. 


NOTE: TODAY THE BASE PRICE OF ALUMINUM IS 30% LOWER THAN PRE-WAR 
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NOVEL EYE-CATCHER: Drop a short note to 
the advertising manager of each of your major manu- 
facturers, asking for copies of colored car card ads 
featuring the products you sell. Then tack them up 
on your walls in a straight line to form a bright, eye- 
catching frieze running all around your showroom. 
This lets your customers know at a quick glance that 
you offer a complete bill of nationally-known quality 
materials. 

It’s a novel way to attract attention to the variety 
of your stock—a simple, inexpensive way to dress up 
your showroom for summer—a smart way to tie in 
more closely with your manufacturers’ national ad- 
vertising! 

Another good trick is to use these car cards as a 
background to brighten displays of dull-colored mate- 
rials, Either mount your cards on a three-way fold- 
ing screen—or line your show windows top to bottom 
with them. 





DID YOU KNOW—good point-of-sale displays can often 
double or triple the sale of pick-up items? It’s a fact... 
one worth cashing in on! 





SUMMER’S BEGINNING TO BUST OUT—and 
high time you check your counter advertising, posters 
and other visual selling aids to make sure both pic- 
tures and copy are tuned to hot weather! 





CAN YOU USE a few eager beavers on your payroll? 
The way to tighten up employee morale and efficiency is 
not to crack the whip. Try a friendly word of encourage- 
ment—not once in a blue moon, but regularly! You’ll be 
surprised how much more work and loyalty you can get 
out of your staff this way—and it doesn’t cost you a cent. 

No employee can be happy in his job and no employee 
can do good work—no matter how well paid he is—unless 
he knows what the score is. And he has no way of knowing 
unless you tell him! One of the most costly mistakes 
management can make is to take any employee’s best 
efforts for granted. 





PRACTICAL CAMPAIGN FOR IDEAS: A lulu 
of an idea for boosting volume may be lost. ..because 
a dealer makes no effort to make his employees idea- 
minded. An idea for increasing store traffic may be 
lost...because a dealer erroneously assumes good 
ideas come only from the top, never from the bottom 
of his organization. 

A bright idea for stimulating unit sales may be 
lost...because an employee forgets to pass it on to 
you, in a sudden rush of business. An idea for speed- 
ing turnover or some slow-moving item may be lost 





By Norm Advertising, Inc. 
New York, N. Y. 
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... because an employee jots it down on the back of 
an envelope that gets tossed out. 

Really shrewd dealers know that all employees can 
come up with business-building, money-saving ideas 
if they’re encouraged to think in those terms—and 
made to feel their contributions are welcome. But 
one or two annual appeals for ideas aren’t enough, 
You not only have to make your staff idea-minded— 
the big thing is to keep them that way. Here’s how 
you can do it. 

Get a supply of dime store notebooks—tthe size that 
can easily fit into a man’s pants pocket, or a woman’s 
handbag—and present one to every employee with 
his or her name on it. This personalized touch gives 
your notebooks added importance and attention value, 
especially when names are lettered big in black print- 
er’s ink. 

On the first page of each notebook, list the kinds 
of ideas you are after, to stimulate constructive sug- 
gestions from your staff. For instance, your listing 
might read: 


1) Ideas that save us time. 

2) Ideas that save our customers time. 

3) Ideas that save us money. 

4) Ideas that make us money. 

5) Ideas for improving our service to customers. 

6) Customers’ suggestions and complaints. 

Then get your employees in the habit of using their 

Idea Notebooks—by circulating written reminders 
and posters from time to time, by offering a prize for 
the best idea of the month, by announcing any good 


suggestions you have acted upon and by giving the 
contributor full credit for his or her idea. 





COST PROBLEM: Never before has it been so im- 
portant to feature monthly payments in your advertising. 
The high cost of construction, alone, is enough to dis 
courage many people from doing the modernization jobs 
they could, with readily available materials. Add to this 
the prospect’s abnormally high living costs today, and you 
have even stronger sales resistance to fight. ; 

That’s why it’s so vital to state specifically—right in 
your advertising copy—how little it costs per month to re- 
roof the average house, to re-side, paint, insulate. On jobs 
where there is no down payment, that point should be 
strongly featured too. 

When people think only in terms of total cost they 
automatically assume the job they want is out of reach, 
and inquire no further. The public must be made to realize 
they can modernize and build out of income. Otherwise 4 
lot of good sales are going to be lost—today and tomorrow. 





Make-It-A-Point-this-month to sell more insulation 
—hy telling people in your newspaper advertising, yard 
posters and other display copy that your brand keeps 
their homes “Up to 15° cooler” (or whatever the case 
may be) “all summer long.” 
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BN. 2 
AMERICA’S { 


for sash & door makers! 


PERMA 


GLAZE 
GLAZING 
COMPOUND 


... provides top quality with all-around economy. Ease of 
application and quick setting speeds production. Never a 
need for reglazing because of its tenacious adhesion under 
all normal conditions. Once sash is glazed with Perma Glaze 
its ready for immediate shipment. Perma Glaze is designed 
to meet your requirements and exceeds highest specifica- 
tions on any job... proved by thousands of installations! 


PERMA GLAZE 
GLAZING COMPOUND 


. D. 
RIMELESS 


PUTTY 


The original, unmatched primeless putty made only of 
highest quality ingredients to provide glaziers the utmost 
in service at lowest cost. No priming of sash is necessary, 
saving production time. Uniform quality, minimum shrinkage 
and fast setting combine to make this putty the favorite of 
glaziers the country over! 


QD. PRIMELESS 
PUTTY 





for more Information or Special Requirements write Today! 


wu BIDDLE .o. 


AMERICA’S LARGEST EXCLUSIVE Peeddy Makers 


612 S. MAIN ST., ST. LOUIS 2, MISSOURI | 
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A NEW STRONGER TARP 
WITH NEW 








YOUR CUSTOMER GETS 
HIS NAME ON IT! 


Here's a walloping new sales 
appeal that’s never been offered 
before in tarps — every customer 
can get his name and address on 
his new triple-strength Fulton, and 
it's no trouble or cost to you. 


Every Fulton you sell becomes a 
traveling advertisement for your 
store, because every Fulton is 
immediately identified by the 
bright colored reinforcements that 
give triple strength and longer 
wear. The ‘“name-on-your-tarp” 
idea, not only has a new personal 
sales appeal, but has extra value 
in protection against loss or theft. 


FREE ADVERTISING HELPS 


Write today for full details on this 
new merchandising plan which 
includes free advertising for dealers. 
Get the profitable dealership in your 
community for Fulton Tarps—there’s 
a size for every use, a thousand uses 
for every size. 





FULTON BAG & COTTON MILLS 


Mumufactwrers Since 1870 


St. Louis Dollas 
Minneapolis 


Kansas City, Kans 
New York 


New Orleans 
Denver Atlanta 
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ACHANDISING C&seée 


Supply Is the Great Leveler 


T WASN’T so long ago we bought 

a new set of tires. 

“You’re lucky to get them,” said 
the dealer with a great show of as- 
surance. “They’ll be mighty scarce 
for a long time and prices will no 
doubt go higher.” 

He then pointed out that “every 
old car in the United States needs 
tires, and on top of that each new 
car must be fully equipped.” It all 
sounded like a mighty big order 
and a very plausible appraisal of 
the situation. Yet despite all signs 
of prodigious shortages and higher 
labor costs, tires are now plentiful. 
Sears, Roebuck & company and 
Montgomery Ward, as well as other 
big retail institutions, have re- 
duced prices. It all goes to show 
that what you put down on paper, 
or add up in your own mind, counts 
for little when the inexorable law 
of supply and demand takes over 
. . » particularly supply, as is now 
beginning to happen in many lines. 
War, as we have often said before, 
makes exceedingly bad guessers of 
nearly everybody—including some 
of our most astute thinkers. 


% * * 


Regardless of what business 
you’re in, the time is near at hand 
when your prosperity (if any) will 
be determined by your merchan- 
dising ability, rather than by cir- 
cumstances beyond your control. 


* * * 


Bad Guessing Is Expensive 
' E WELL REMEMBER what 
took place after World War 
I when lumber prices zoomed to 
dizzy heights. The higher they 
went the greater the scramble for 
more lumber until the fatal day 
came with appalling suddenness. 
During this hectic period we 
were shown an impressive survey, 
compiled by a large operator, which 
showed the many reasons why lum- 
ber prices simply couldn’t come 
down. Topping the list were: (a) 
tremendous pent-up demand for 
homes, farm buildings, etc., (b) in- 
creased labor costs. 
The survey was so convincing 
that its sponsor finally accumulated 
an inventory of 100 million feet of 
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lumber which dropped an average 
of $17 per thousand between July 
and the close of the never-to-be- 
forgotten (by many of today’s lum- 
bermen) year. 


Art Benson says it’s as difficult to 
live within one’s income today as 
it was to live without one in the 
30s. 
How Many Hours? 
T SEEMS NOT to have occurred 
to labor leaders that labor, too, 
can price itself out of the market 
so completely that union members, 
while getting a whale of a high 
rate per hour, actually work so 
few hours that their total income 
may well be the lowest in years. 
We know a carpenter who is so 
rabid about what he gets per hour 
that he overlooks completely the 
all-important fact that he is now 
worse off financially than he has 
been in several years. Fortunately 
no labor leader has been able to 
figure out a way to charge property 
owners for work that ought to be 
done whether it is done or not. 
*% % * 
We learn more from failures than 
we do from success. 
% % * 
Help Wanted! 
A FEW DAYS ago we rode for 
several hours with a politici- 
an fresh out of Washington who 
told us that the reason prospective 
tough labor legislation doesn’t 
soften up more is because so much 
of the lawmaker’s mail comes from 
laboring men who are clamoring 
for help. They are fed up with dic- 
tators and unwise leadership and 
are demanding protection. 
* x * 


No Rum — No Scotch! 


_ HE WORLD’S most unpopu- 
lar method of selling is the 
damnable tie-in sale,” writes one of 
the Clinic’s readers with a fine 
show of indignation. “The appli- 
cation to the lumber industry of 
the ‘four bottles of rum with each 
bottle of Scotch’ may be necessary 
in some cases but it doesn’t seem 
particularly conducive to long and 
pleasant business relationships.” 


Check List for Salesmen 


— recently sent us a 
clipping (origin not given) 
which pointed out the following ten 
rules for successful selling: (1) Be 
agreeable; (2) Know your goods; 
(3) Don’t argue; (4) Make it plain; 
(5) Tell the truth; (6) Be depend- 
able; (7) Remember names and 
faces; (8) Don’t be egotistical; 
(9) Think success; (10) Be human. 


Easy to Buy . . . Easy to Pay 


yf At-cnnes houses are tough 
competition for lumber deal- 
ers (and will get tougher) for the 
following principal reason: 
Installment selling tops the list 
in accounting for the majority of 
sales which the lumber dealer does 
not make. Mail-order houses make 
maximum use of the _ price-per- 
month method of selling repairing, 
remodeling, new structures, and 
building materials. While the same 
terms are available to lumber deal- 
ers, less than 20 percent are skilled 
in its use. Sears Roebuck and 
Montgomery Ward have become 
the nation’s largest applicators. 


Sales Letter Preferences 


PRINTED SELLING tells us 
that 85 percent of business- 
men prefer 81x11 _letterheads. 
Bond paper, 50 percent. Two col- 
ors, 58 percent. Personal fill-in, 
82 percent. Hand signature, 72 
percent. First class, 72 percent. 
Conventional size envelopes, 90 per- 
cent. Matched envelopes, 76 pet- 
cent. It was also stated that 64 
percent say the second page dis- 
tracts attention and 74 percent 
vote against enclosing illustrative 
material. 


* * * 


Today's Big Three 


ON CAMPBELL says in his 

Business News (Kentucky 
RLDA): “Although we have said 
it before, we must repeat it agail 
—and again—and again: The three 
most important subjects for the 
businessman today are PRICES, 
CREDITS, INVENTORIES.” 
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LABOR 
4X LUMBER 


For added speed and accuracy when cutting lumber to size 
—bucking firewood—or reclaiming defective slabs, use an 
H&A Electric Swing Cut Off Saw. Designed for safe, easy 
operation, its swing beam is rigidly mounted to eliminate 
all side-play and vibration, and its blade is held parallel to 
the line of travel to assure accuracy on every cross-cut oper- 
ation. Write today for further information or the name of 
our closest dealer. 


Model 55—Capacity: 5” x 16” 5 H.P. Motor, 16” Blade. $315.00 


Model 25—Capacity: 4” x 14” 
2 H.P. Motor, 14” Blade. . . $259.00 


Model 5 — Capacity: 
3” x 12” 1 H.P. Motor, 


10” Blade $186.50 


PF. ©. 2B. 
Fairfield 


IMMEDIATE 
DELIVERY 


MODEL 5 


Aeston & rbudenrsou 


DIVISION OF 
sf. PAUL FOUNDRY 
AND MFG. CO. 


a 


MODEL 55 MODEL 25 


606 W. Kirkwood St. 
FAIRFIELD. 
IOWA 
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DETROIT BIAUTONOTVE PRODUCTS GIVE YOU 


GREATER 
PROFITS 


from Truck Operation 


DETROIT RRAUTONOTIVE 
No SPIN 
DIFFERENTIAL 


Time is money! A stuck truck costs both time and money. With 
a NoSPIN Differential installed in your truck, your vehicle can’t 
get stuck in mud, snow or ice as long as one driving wheel 
has some footing. Thousands of truck owners have realized 
greater profits from time saved by using NoSPIN Differentials. 


DETROIT ERAUTONONYE 
THORNTON 


DRIVE 


Increased payloads mean increased profits! Put your medium 
(1%-2 ton) truck in the heavy class by installing a Thornton 
Drive. Fourindependently-driven rear wheels for greater traction, 
G.V.W. up to 32,000 Ibs., performance and earning power in- 
creased 100%—yet you still have the economy of a medium truck. 





DETROIT BRAUTONOTIVE 
4-CHAIN 


DRIVE 


For heavy hauling and tough going, you can’t beat the 
Detroit Automotive 4-Chain Drive. Installed on your heavier 
chassis, this rugged unit gives you a powerful six-wheeler 
with a G.V.W. up to 44,000 Ibs. Maximum traction from 
positive 4-Chain drive together with big payloads mean 
profitable performance under any conditions. 


ETROIT GSAUTONOTIVE 


PRODUCTS CORPORATION 


(Formerly Thornton Tandem Co.) 


8701 Grinnell Ave. . Detroit 13, Michigan 
Distributors: 
In U. S. A.—TRUCKSTELL DISTRIBUTORS 
Export—HERTHORNWAY EXPORT CORP. 














Quality Lumber for 51 Years 


Since 1896 White River has 
been operating on the same 
site at Enumclaw — producing 
dependable quality lumber 
year after year. 


But today’s modern White River 
plant is in striking contrast to 
the original White River mill of 
51 years ago. 


In 1896 White River produced 
40 M’ of rough lumber in 10 
hours. Today White River pro- 
duces 350 M’ of diversified 
products in 8 hours. 


And with its forest lands estab- 
lished as a tree farm, White 
River expects to operate in- 
definitely at about its present 
level on a sustained yield basis. 


.... Since 1896.... 





WHITE RIVER LUMBER CoO., Enumclaw, Wash. 
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THIS “ONE-TWO” SALES PUNCH | g 
DOUBLES YOUR PROFITS! 


To every insecticide customer .. Sell a LOWELL ROTO-BLAST DUSTER / SELLING 


DISPLAY 




















Here’s your big chance to double your profits. Sell a Lowell Roto-Blast Duster 
to each insecticide purchaser. Make two sales instead of one. Free 

Most people do not own dusters, or use wasteful, out-of-date methods of a > This FREE Lowell 
application. Exclusive Lowell features make the Roto-Blast the best duster Me » Roto-Blast display 


on the market. Explain them, and its handsome appearance clinches the sale. . : acked with each 
. ozen dusters. Build 


ROTO-BLAST DUSTER FEATURES MAKE SELLING EASY ry : our insecticide dis- 
ee , d ; _play around it. Use it 
@ Never needs oiling, plunger permanently lubricated. j ER I /on your counters and 
@ Roto-Blast center discharge design lets duster operate é > 7 in your windows. 
efficiently no matter how it’s held. es |Send your order now. 
@ New type air control assures smooth dust pickup, easy ,  Rakeeacs: 
control of discharge. 
@ Directional nozzle makes application easy, fast, accurate ; 
it saves money by eliminating waste of insecticide! 








MAIL THIS COUPON TODAY 


LOWELL Manufacturing Co. 
Dept. 63, 589 E. Illinois St., Chicago 11, Ill. 


Yes, | want to double my insecticide profits. Ship me im- 
mediately dozen Lowell Roto- 
Blast Dusters at $12.60 per dozen, ($14.75 Western Territory), 
F.O.B. LOWELL, MICHIGAN. 





DEALER'S NAME 
STREET 








CITY 





DEPT. 63, 589 EAST ILLINOIS STREET 
CHICAGO 11, ILLINOIS 


MY JOBBER'S NAME 





[----------- 


P 
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WAS INGTON 


LUMBER SHORTAGE IS OVER, at least that is the 


report from the Lumber Survey Committee, although 
this same quarterly report admits limited supplies in 
upper grades and hardwood flooring. Uppers are 
becoming easier, according to late reports from the 
Pacific Northwest. These grades are being offered 
in straight cars. In some instances at lower prices 
than are asked for similar grades in mixed ship- 
ments. 


PRICES HAVE SOFTENED generally, but the de- 


cline is uneven and hasn't yet reached the retail 
level. The daily press claims New York retail prices 
have dropped “sharply,” although actual declines 
mentioned didn't seem so spectacular. Usually the 
drop was in anticipation of lower wholesale prices 
or an effort to move high-priced and not-too-good 
inventories. 


PUBLIC IS DECEIVED by daily press stories of 


lumber price cuts. These stories lead the public to 
hope for substantial declines in housing costs. Lum- 
ber factor in these costs is small. Big items, like 
labor, show few signs of relaxing. Price declines 
ty ‘' expected in lath, lime, plaster, cement or 
rick. 

PLYWOOD DEMAND ENORMOUS, but no price 


decline is expected here, either. The huge demand 
is due to its “discovery” by industry and by the 
public during the war. Its uses are said to have 
multiplied tenfold. Fir plywood production this year 
: expected to reach one and a half billion square 
eet. 

TOTAL LUMBER PRODUCTION for the first quar- 


ter was more than 20 percent higher than for the 
first quarter of 1946. Retail inventories increased by 
40 percent during the first quarter of 1947. Hard- 
wood flooring for this quarter was more than double 
that for the corresponding of 1946. 

TOTAL CONSTRUCTION for the first quarter of 


1947, measured in floor area, was about 15 percent 
less than for the first quarter of 1946. Current de- 
cline in housing: commitments helps explain the 
balancing of construction lumber supply and de- 
mand. This could change fast if house construction 
Were to get up off the floor. 

LUMBER EXPORT FIGURES are being raised by 
the Government. Not a whole lot, compared with 
total production, but it’s an indication of a lumber 
surplus at the moment. This permissive can be re- 
versed quickly, since it's set by quarters. Possibly 
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an extra hundred million feet will be sent abroad 
this year. 


BUILDING MATERIAL PRICES for the most part 


will stay where they are until fall. That's the way 
it looks now. Some paint prices will decline. As 
mentioned above, some lumber prices are declining 
now. But don't count too much on lumber price de- 
clines this summer. Production units likely to be 
hit first by surplus stocks, if substantial surpluses 
appear, will be small mills without planing or dry- 
ing equipment. Market for green lumber will be the 
first to fold. 


PRICE FORECASTS by official soothsayers: build- 


ing materials down about 15 percent when next 
year’s season opens; new houses down about 20 
percent, possibly 25. Housing costs over a period of 
five years or more: usual guess is an even split of 
the war increase, some 50 percent above 1940 prices. 


HOUSING STARTS are down, but not entirely be- 


cause of high costs. Note the sluggishness of the 
securities market. Those factors that make a pros- 
pective home builder reluctant to start a house 
make his neighbor unwilling to buy corporation 
stocks. 


LABOR is uneasy. That is the first big factor. While 
the labor bill was being written, labor was pretty 
quiet. That changed when the act went to the 
President. No one knows what will finally issue. 
This lack of assurance has driven down the price of 
stocks and has scared many customers out of the 
housing market. 


FOREIGN AFFAIRS is another factor. We've been 


coming out second best in the contest with Russia. 
This is no incentive for adventuring in long-term 
investments. 


THE ELECTION—the one that’s already starting is 


certain to be tough and unsettling. All these ques- 
tion marks, added to the endless talk of recession, 
keep John Citizen pondering. So he puts off his 
house. 


EXPEDITER CREEDON fights hard for the remain- 


ing construction controls. Belief in Washington is 
that Mr. Creedon was appointed to liquidate most 




















* of the OHE. He didn’t want to be given rent control. 


Creedon's policy is not to use controls to excess. He 
wants to keep them as a gun behind the door. Under 
certain circumstances, he says, lack of this arma- 
ment might cost us 200,000 new houses this year. — 
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DEALERS! 


Are You Supplying The Demand 
For 34"" PLYWOOD? 


For Use on 


@ CUPBOARD DOORS 
@ COUNTER TOPS 
@ CABINET WORK 


AETNA 


Can Ship NOW! 
¥,"" PLYWOOD 


In following Woods— 


@ POPLAR & GUM 
@ YELLOW PINE 
@ BIRCH 

@ MAHOGANY 


Also '/g to 5% Thicknesses. 


A Surprising Number of Customers 
Prefer These More Attractive 
HARDWOODS! 


MAKE THE SALE 
For Quick Delivery 
By Calling— 


AETNA 
Plywood & Veneer 


Company 


1732 Elston Avenue 
Chicago 22, lilinois 


Teletype 


Phene 
ARMitage 7100 cG 305 


Write for tatest 
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price list. 








Steel Garage Door 


A new receding-type all steel ga- 
rage door is now in production. 
The company also makes an over- 
head canopy-type steel garage 
door. Both doors are built of gal- 


i | 





vannealed zinc-coated rust-resist- 
ing steel, and are electrically 
welded. The steel face sheet is 
welded to the trussed steel frame. 
The doors are built to fit standard 
8x7 foot garage openings, and are 
shipped as complete units, with the 
necessary hardware. Complete in- 
stallation instructions are included. 
Riding on hard rubber rollers, it 
glides up overhead, inside the ga- 
rage. Both garage doors are iden- 
tical in appearance, the difference 
being in their operation. For more 
complete details write Strand 
Building Products company, Dept. 
AL&BPM, 954 Buhl building, De- 
troit 26, Mich. 


Self-Surfacing Panel 


Born of war-time research, Neo- 
tron is a new laminated, self-sur- 
facing panel. It comes in a va- 
riety of colors with finishes of gay 
patterns, reproduction of woods or 
marbles or materials. The panels 
may be installed over existing walls 
or tables, or designed into the 
home. It is said to be easily bonded 
to any surface. Neotron is also 
available in moulded corners, base 
boards and trim strips. It is said 
to be resistant to water, chemicals, 
heat and stains. It is resin bonded 
throughout. Suggested uses are in 
bathrooms, kitchens, nurseries, 
dens and on furniture. For an il- 









SALES AIDS - IMERATURE 


lustrated and descriptive leaflet 
write Macrolyn Inc., Dept. AL&- 
BPM, P. O. Box 6524, Houston 5, 
Tex. 


Window Appealing to Women 


A window that is being offered 
as appealing to women is the Venti- 
Kleen window. A _ simple pivot 
makes it possible to turn the out- 
side of both top and bottom sash 
in—so they can be readily cleaned 
from the inside. This pivot also 
permits slanting both top or bot- 
tom sash with the top of the sash 
in and bottom out to provide venti- 
lation without letting rain in. Both 
top and bottom sash raise and 
lower like any double-hung win- 
dow. Screen and storm sash are 
used in the regular way. For fur- 
ther information about the Venti- 
Kleen window address John J. 
Warso & company, Dept. AL&BPM, 
42 Linden avenue, Youngstown 4, 
Ohio. 


Brick Generating Machine 


A new brick generating machine 
is being introduced which the 
makers say will produce up to 6,000 
building bricks per hour. The 





bricks are formed six at one time 
every 3% seconds on a continuous 
conveyor arrangement and at a cost 
of less than $10 per thousand. It 
will make all standard size bricks 
in singles or multiples or plain 


slabs. Local materials may be 
used such as slag, ore, sand, 
crushed stone, cinders, volcanic 


ash, ete. It is built of welded steel 
construction with special heavy 
duty bronze bearings. The weight 
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Eliminates Many Costly Complaints 


Freedom from warping (the result of swelling and 
shrinking—“‘come and go”) means freedom from 
ueaky floors. It is the enduring water repellency of 
WOODLIFE that does it. Also the owner has no worries 
about termites, rot, carpenter ants, etc. 
His cost! $18. per thousand board feet which shows 
you a very satisfactory profit. 


Protection Products Mfg. Co. 








Mirs. of CHEMICAL PRESERVATIVES Since 1921 


Research Laboratory and Plant KALAMAZOO, MICH. 







ss RUSTPROOF__ 


STRONGMAN 
CLOTHES 














Shipped 











Sitka Spruce Lumber 


and 


Box Shook 


POLSON 
Lumber & Shingle Mills 


Division of 


Polson Logging Company 
Hoquiam, Washington 





DRYER 


HOT DIP GALVANIZED 


Unusual rectangular design 
means extra strength! Carries 
heaviest wash without bending! 
All parts sealed in molten zinc! 
Rustproof! Priced for popular 
appeal. Ideal for builders and 
retail lumber yards. Choose 
STRONGMAN for quick sales 
—top volume—high profits! 


knocked- 
down: 144” 
x 2%” x 8’ 9” 
















26 Ibs. 
Easy to 
install. 





Suggested Retail 


‘y AP 


EACH 














Slightly 
more in 
the West 








ALL STEEL | 
#89 MATCHING 
WALL BRACKET 













Hot-dipped galvanized... 
sealed in molten zinc . 
saves cost of second post. 


RETAIL 


SUGGESTED my 


Rustproof! 






Some territory still 
open — write today 


SOUTHERN GALVANIZING CO. 
Bush Street and B. & O. R. R., Baltimore 30, Md. 


Please send me complete details about selling franchise 
for Strongman products. 
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@ Recently, an outside engineering organization put 
all standard types of commercial screen cloth through 
rigid tests—from immersion in salt water to accelerated 
weathering and exposure in a tropical chamber. 
The material from which LUMITE is woven (Dow’s Saran) 
earned top rating in every single test. No other type of screening 
commercially available showed up as well. 





yee). lc)i: we:) ers ae A 5-pound steel weight dropping on a 


framed screen couldn’t dent LUMITE in 42,300 blows. With filament 
diameter of .015”, LUMITE has greater impact strength than metal! 





UTERE To) me-ye-\\\tre)-me-li;ymm LUMITE is guaranteed never to 


“bleed” or “run”—never to stain sidewalls or window sills. Absolutely 
cannot rust or corrode under any weather or climatic conditions. 


NEVER NEEDS PAINTING Requires no painting or protective 
coating of any kind. Will not “rust out”—will never change color. 
Keeps its “sheen”; stays clean. 


When your customers ask for window screening, sell them LUMITE 
Ask your wholesaler for LUMITE’s 5 free sales aids — framed 
screen, cloth samples, window streamers, folders, newspaper mats. 


LUMITE DIVISION 
Chicopee Manufacturing Corp., 47 Worth Street, New York 13, N.Y. 





QUALITY INSECT SCREEN CLOTH 


*Registered Trade-Mark 


DISTRIBUTED THROUGH HARDWARE AND WOODWORK WHOLESALERS 
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WHAT'S NEW? 






is 3,600 pounds, yet it is said om 
be installed in two hours, can } 
moved about. For an illustrat 
and descriptive brochure, wri 
Brickmaster Inc., Dept. AL&BPy 
115 Broadway, New York 6, N.Y 


Ball-Bearing Radial Saw 


A feature of the new CMC radial 
saw is the ball-bearing-roller hea 
which allows the blade to mov 
smoothly and evenly into the work 
The ram-type arm, moving through 


the roller head, frees the work 
table for the shifting of material 
and gives the operator a clean, 
unobstructed view of all layout 
marks. Changes in_ set-up are 
quickly made. Controls for setting 
are within easy reach of the opera- 
tor. The features of the saw are 
fully illustrated and described in 
Bulletin RS 147. For a copy write 
Construction Machinery Sales 
company, Dept. AL&BPM, Water- 
loo, Iowa. 


Curved Tooth File 


The Heller Vixen Wizcut pro- 
vides a special self-clearing or non- 
clogging feature. This is obtained 


#3 





by incorporating serpentine-like 
chip-breaking grooves superim- 
posed on the curved contour of the 
milled teeth. According to the 
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NEW METHODS of lumber handling PAY DIVIDENDS 


ne time and labor costs in material handling 
ad 


nothing to the emi of your product. Efficiency — 


of yout manpower drops steadily when there’s heavy 
lugging and lifting to do. Rapid- Wheel Gravity 


E 









sae 


Window sash, window frames witb glass, ply- 








wood, packaged woodwork and glasswork move es through sawing operation and on to storage wood, reduces worker fatigue and makes all 
on Rapid-Wheel Gravity Conveyor from freight spaces. This eliminates work stoppage, speeds available storage space easily accessible. 
car to storage. production. 


RAPID-WHEEL* GRAVITY CONVEYORS 


Rapid-Wheel Gravity Conveyor is the easy, efficient and eco- 
nomical way to move lumber and building materials. Available 
in eight Standard models, depending on width and wheels per 
foot, Rapid-Wheel Conveyor can be set up anywhere in a few 
minutes to cut hours from handling time. Flexibility and versa- 
tility are its money-saving features. 












Lumber on Rapid-Wheel Gravity Conveyor pass- Stevedore, Jr. power belt conveyor stacks ply- 


Write today for additional information *Trademark Registered 


STEEL FORGED CASTERS . ee ‘a » CONVEYORS - POWER BOOSTERS 






Conveyor lines will increase your . reduce 
handling costs and worker fatigue by keeping lumber 
on the move. This results in quicker stock turnover, 
faster deliveries and more satisfied customers. 
















STEVEDORE, JR.* BELT CONVEYORS 


Easily rolled to the job, Stevedore, Jr. (portable power belt 
conveyor) saves valuable man-handling time in loading, un- 
loading, stacking and elevating. Readily adjustable from 18” 
level to a delivery height of 72”, the Stevedore, Jr. will lift 
a 225 pound distributed load 50’ a minute. Plugs in on any 
standard lighting circuit. 














H. B. Jordan, Gen. Mgr. C. M. Jordan, Treasurer 
C. W. Jordan. Sales Mgr. J. B. Deutsch, Detroit Mar. 


Clarke County Lumber Company 
Wholesale Ferest Products 


Manufacturers Boxes, Shooks, Pallete 
Crating and Fabricated Items 





Phone: TEmple 1-2924 Phone: L. D. 167 
834 Maccabees Bldg. Anderson Building 
DETROIT 2, MICH. THOMASVILLE, ALA. 














WINTON LUMBER SALES CO., Yoetay “7ower. MINNEAPOLIS 2, MINN. 
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PONDEROSA PINE is 


= CALIFORNIA SUGAR PINE 
Ponderosa. Piece Woodwork WESTERN WHITE SPRUCE for 59 Years 




















Quality Lumber 











manufacturer, tests have shown 
that this design clears the file of 
chips readily and avoids loading 
even when working with soft met- 
als. It is said to cut with a genuine 
shearing action, whether the file is 
pushed straight ahead or at an 
angle. For descriptive literature 
write Heller Brothers company, 
Dept. AL&BPM, Newark, N. J. 


1896 - 


SE ESE Eee! 


-- 51 YEARS OF aaa = 





Aluminum Wall Tile 


A new and different kind of wall 
tile, made of alodized aluminum 


and called Alo-Tile, whose manv- - 


facturers are seeking national dis- 
tribution, is guaranteed for life 
against corrosion. Designed for 
use in bathrooms, kitchens, recre- 
ation rooms and for commercial 
application, it possesses several 
new characteristics. The alodizing 
process locks the baked enamel ex- 
terior surface to each tile in such 
a way that it is said not to chip 
off even when bent. It is light in 


1947 


N OW-- in our 
second 50 years of 
Quality Lumber 


Production 
Since 1896 Scotch has been on 


the job here at Fulton, Ala- 
bama — producing dependable 


quality lumber. 


Year after 


year, Scotch Lumber has con- 


tinued to deliver more than 


usual satisfaction to customers. 


Sens—and a few grandsons— 


of early customers continue to 
buy and prefer Scotch Lumber. 


Scotch Lumber is now 
again getting back onto its 
pre-war prompt service ba- 
sis on mixed car shipments 
of Southern Pine and Hard- 


woods. 


ESSE 55 
‘COTCH LUMBER Co. 


SOUTKERN PINE 
FULTON, 


Mixed Cars » Specialty 
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¢ SOUTHERN HARDWOODS 
ALABAMA 


Member’ SP1B and NHLA 





weight. It is available in 12 colors 
and two marbled-effect tiles. Ey. 
clusive territories are open. For 
further information write Alo-Tile 
Manufacturing, Dept. AL&BPM, 
6351 Grand River, Detroit 6, Mich. 


Plexiglas Spirit Level 


A new pocket-size spirit level, 
molded from transparent Plexiglas 
is now available. Six different 





angles are indicated on this level— 
221%, 30, 45, 60, 90 and 180 degrees. 
To simplify the identification of 
these angles, the degree of each 
angle is molded into the Plexiglas 
and different colored fluids are em- 
ployed for each indicator. For 
further information about this level 
write Sobenite Inc., Dept. AL&- 
BPM, South Bend, Ind. 


Light Weight Trowel 


A new, easy to handle plasterer’s 
trowel is being produced. It is 
made of 22 gauge steel reinforced 
by a flush riveted 9% inch cast 


* 





aluminum center flange which also 


supports the handle. The trowel is 
414x11 inches, lacquer-dipped for 
rust-proofing. It weighs 12 ounc- 
es. Handle is waxed, of kiln-dried 
hardwood ash. For further infor- 
mation write J. W. Labisky & com- 
pany, Dept. AL&BPM, Columbus 5, 
Ohio. 


All Purpose Outdoor Saw 


A new 24 inch saw, for one hand 
use, has been designed for light 
logging, scrub clearing and general 
stripping work. Gradual sloping of 
the tubular steel frame of the saw 
to one end of the blade forms a 
small end that facilitates insertion 
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We Invite Buyers 
Who Want 


Quality and Service 
to send us their orders for 


Southern Southern 
Pine Hardwoods 
Dimension Elm 
Flooring Ash 
Drop Siding Beech 
Shiplap & CM Red and Sap Gum 
Interior Trim Red and 
and Mouldings White Oak 





Mixed cars of kiln dried stock a specialty 





DAVIS BROS. LUMBER CO. 


| 
Ansley, Louisiana 
Serving Quality Buyers for More Than 6O Years 
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Young and Thriving Urania Forest 


URANEA 


--Offers You Long-Time Service 


Pioneer in reforestation, Urania is growing new 
timber to serve your needs in Southern Pine and 
Hardwoods for many years to come. Urania has 
Over 110,000 acres of timberlands under selective 
harvest. 


Urania is a good organization to tie to for thorough 
Satisfaction on your current and future needs. 


The URANIA LUMBER CO., Ltd. 
URANIA, LA. 


Lumber Manufacturers and Tree Farmers 
Members S.P.A., S.P.1.B., Southern Hardwood Producers 








| << 
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Levitt Builds 
Kilroy 


this home for 





with 





FULULITE. 


FLAMEPROOF COTTON INSULATION 


Maybe somebody is putting up more houses but no one is beating 
Levitt & Sons Inc., at giving more home for less money. Every- 
body’s wide-eyed over the roomy, substantial homes Levitt is 
building for less than $10,000 out on Long Island. They’re calling 
his work the country’s outstanding building job. 

Lots of people would like to match Levitt. Anyone can go at 
least part way because 


LEVITT INSULATES WITH Chiveire., 


IN A GREAT. MANY OF HIS HOUSES! 


Like to know what prompts the nation’s outstanding builder to 
use Cellulite*? Fill out and mail the coupon today. We’ll send 
you facts and figures. 











THREE TIPS 


1. Cellulite’s* flameproof cotton is the mest efficient insulation 
oe commercially available but Cellulite 
costs less. 

2. Cellulite’s* simple installation keeps labor costs [COTTON 
at a minimum. ror" 

3. Cellulite’s* feather lightness often make struc- 
tural savings possible. 








eee eee ee eee ee ee 
¢ THE GILMAN BROTHERS COMPANY ‘ 
g 53 Lawrence Street, Gilman, Connecticut 4 
; Send full information on Cellulite* Insulation to : 
4 TOME Ce TE OE EN OR ETE aE, Le Fe NOOR ARE , 
' 
s 
Fo Paci Se Rois cA Renee anes ota ae nares ale 4 
y . 
I av, csusherenitterintanmaaen ee 0 eg ee : 
: ( ) Builder ( ) Dealer ( ) Architect , 


4 


ABABABN’SB’ BSB BRBABABRERRBRBBRBBABRRERBRREBBABBBEEES, 


*Trade Mark Reg. 
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of the saw into close places and 
contributes to the balancing char- 
actertistics of the tool. Teeth are 
said to be razor sharp and are ar- 
ranged to rake the sawdust from 
the cut for easier sawing. Patented 
type blades of Swedish steel are 
said to insure many seasons of hard 


i 
} 


service without need for resharp- 
ening. Other saws made by the 
same company include 30, 36, 42 
and 48 inch models for heavier ap- 
plications. Further information 
may be obtained by writing Gensco 
Tool Division, General Steel Ware- 
house company, Dept. AL&BPM, 
1830 N. Kostner avenue, Chicago 
39, Ill. 


One-Man Chain Saw 

A new one-man, high-cycle elec- 
tric chain saw is announced. Weigh- 
ing only 27 pounds, complete, this 
saw is said to be easily handled by 
one man, for felling, limbing or 


bucking trees or for cutting tim- 
bers up to 20 inches. The electric 
power for the saw is furnished by 
a high-cycle generator driven by an 
integral gasoline engine. The mo- 
tor driving the chain saw is a 2% 





Ozan Pine is produced from 
choice Arkansas shortleaf timber. 
It is manufactured with scrupulous 
care. Every foot of Ozan Pine is 
carefully kiln dried and kept 
under cover. Accurately graded, 
Ozan Pine runs uniform in quality. 

Ozan operates on a selective 
harvest basis. Reforestation and 
timber protection are _ regular 
standard practice at Ozan. 
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LUMBER COMPANY 
PRESCOTT e ARKANSAS 
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CAYUTA BRAND 
HARDWOOD 
FLOORING 
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MAHOGANY 


We would like to list here in this space sev- 
eral carloads of hard to get items. But despite 
our every effort we have not been able to 
accumulate an inventory to call to your at- 
tention. As soon as we can do so the indi- 
vidual items will be listed in this space. 


horsepower, 180-cycle three-phage 
electric motor with a grounded 
connection. There are no brushes 
to replace, no commutator to clean. 
If two-man operation is desired, g 
helper handle can be attached to 
the end of the saw opposite the 
motor. For more complete details 
about the saw write Homelite cor. 
poration, Dept. AL&BPM, Port 
Chester, N. Y. 


Plastic Window Material 


A new all plastic, transparent, 
flexible window material, Plasti- 
glas, was recently introduced and 
is now being furnished in quantity, 
Plastiglas is made by laminating 
two sheets of transparent plastic 
over an exceptionally tough plastic 
open mesh base, all component 
parts being weatherproof. It trans- 
mits an exceptionally high percent- 
age of ultra-violet and visible light 
which is said makes it ideal for 
storm doors and windows, poultry 
and brooder house windows, hot 
beds, cold frames and greenhouses. 
For descriptive literature write 
Warp Brothers, Dept. AL&BPM, 
1100 N. Cicero avenue, Chicago 51, 
Ill. 


Controlling Termites 


Timely information on the habits 
and elimination of wood-destroying 
insects is contained in the folder on 
Penta preservative. The title is 


CHEMICAL CONTROL METHODS 





WITH 


“PENTA” PRESERVATIVE 


So PENTACHLORFHENOL IN PETROLEUM SOLVENT 
(PERMATOX A 
SOtL POISON AND WOOD PRESERVATIVE 


CHAPMAN) Craeman Cremicat Compan 
cl ame wiere tinge “ ate rons ront ase eanit bl 


Chemical Control Methods for Ter- 
mites and Lyctus Beetles. The folder 
tells how these pests operate and 
presents evidence to show the effec- 
tiveness of Penta preservative. 
Copies of this bulletin 46-T may be 
had on request to the Chapman 
Chemical company, Dept. AL&BPM, 
333 N. Michigan avenue, Chicago 1, 
Il. 
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PATENT INSERTED TOOTH GROOVER FIRTHITE TIPPED SAW FIRTHITE TIPPED SAW 
Firthite Tipped Inserts Inserted Type, for Wood Solid Type, for Wood 


LONG-LIVED SAWS FOR LONG-RUN ECONOMY 


Firthite Tipped Saws made by Huther Bros. Saw Mfg. — Teak, Fire-proof Lumber, Plywood, Linoleum, etc. 
Co. are made to stand hard service and are, there- | Huther Bros. have long taken special pride in the’ 
fore, long-lived Saws insuring long-run economy to the quality of their manufacture, and the service and 
user. These saws are used for cutting hard Masonite, _ satisfaction all Huther Bros. saws give the customer. 


Write for Huther Bros. Catalog No. 60 


HUTHER BROS. SAW MFG. CO., Rochester, New York 














Anaconda Copper 
Mining Co. 











Lumber Department 





Bonner, Mont. 








Manufacturers of 


Ponderosa Pine, Fir and 


* WAT ADVERTISING MAN SURE HAS 
A SNAP SINCE HE PUT ‘WOODY’ TO Larch Lumber 
WORK / (WoobY 1S HIF BIG ADVERTISING 

PROGRAM /)” 


©) WORLD WIDE SYNDICATE 


WOODY 15 AvAiiABLe 70 You, MR. LUMBERMAN J 


INTERESTED? REPRESENTATIVE WILL CALL 


WORLDWIDE SYNDICATE 


P.O.BOX 6117 DALLAS, TEXAS 
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THE MEADOW RIVER 
LUMBER CO. 


Manufacturers of 


West Virginia Hardwoods 


Rainelle, W. Va. 








RED BRAND Fence 


Preferred by Dealers. . . 


% @The ONLY fence with an easily 
recognized trademark (top wire 
painted red). 

@ Nationally advertised. Your farm 
customers have seen our ads for 
years — they know and prefer 
Red Brand. 

@Top quality fence for 57 years. 


A KEYSTONE 


" 
Ws 
Wh. 


KEYSTONE ~ 


STEEL & WIRE CO. 
PEORIA 7, ILLINOIS 





Independence Lumber 
& Manufacturing Co. 


Independence, Oregon 
Telephone 44 


Teletype 370 


Manufacturers 


DOUGLAS FIR 


Boards, Dimension, Plank, Timbers, Lath 


Your inquiries will have our prompt attention. 














FOLDING CHAIR 


Also non-folding chairs, fold- 
ing tables for both indoor 
. and outdoor use. 





tBT-44 
Folding Table 


PROMPT 
SHIPMENT 


Write for prices. Specify requirements when inquiring. 
Minimum Order — Two Dozen. 


ADIRONDACK CHAIR CO. 


Dept. L-9 1140 BROADWAY, NEW YORK 1, N. Y. 


£712 
Folded & Open 
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A NEW, EXCEPTIONAL PROFIT 
OPPORTUNITY 


FOR Dat b r, & O, bi, 


Established manufacturer of amazingly new & beautiful 
Kitchen-Bathroom enameled, corrosion-proof, aluminum 
wall tile, will grant exclusive territories to able, quali- 
fied companies. Proven profit-maker in major test mar- 
kets and overseas; not a “gadget”. Excellent quality at . 
low cost. Easy to install. Twelve colors. Immediate 
deliveries. Write for free samples and details today, 


DEPT.L - ALO-TILE MFG. CO. 


6351 GRAND RIVER AVE., DETROIT 8, MICHIGAN 


American Car Door Roller 


EVERY YARD SHOULD HAVE ONE 
Best and cheapest helper for 
loading and unloading lumber. 
Often pays for itself in one lum- 


ber shipment. Adjustable to fit Can be furnished with wood or steel 
openings 5 to 6 ft. wide: double beam. ‘‘American’’ Logging Tools 
extension roller for door 5 to 8 and Appliances best on the market. 
ft. wide. Write for catalog and information. 


AMERICAN LOGGING TOOL CO., Evart, Mich. 


BOOKS THAT WILL INCREASE YOUR PROFITS 


AMERICAN LUMBERMAN can fill your needs for practically 
any book on any subject pertaining to Mill Work—Calculat- 
ing footage & prices—Wood Identification—Estimating—Con- 
struction, Etc. 

WRITE FOR COMPLETE CATALOG 











AMERICAN LUMBERMAN, 139 N. Clark St., Chicago 








D. M. McCLintTock LumBer Co. 


Terminal Sales Building, PORTLAND 5, ORE. 
Telephone: Atwater 9355 


Douglas Fir, Red Cedar, Sitka Spruce 
and Hemlock Lumber - Shingles 


Mill Agents for 
Engle & Worth Lumber Co., McMinnville, Oregon 
Timber, Inc., Harrisburg, Oregon 


Luckiamute Lumber Co., Pedee, Oregon 
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Output Gains Substantially 
But Market Still Unstable 


Lumber production for the first quarter of 1947 
showed the gain predicted earlier in the year. 

The gain was 20 percent over the same period in 
1946. On this basis, total output for 1947 will ap- 
proach 36 billion board feet. 

While the weekly lumber cut continues to show a 
steady gain, prices continue to show a wide diver- 
gence, although reports indicate no substantial over- 
all change. 

Common lumber continues plentiful but uppers 
command premium prices in most areas. Dealers are 
no longer compelled to accept tie-in sales of unwanted 
lumber to secure the items they desire. 

Still under the impression that prices will break, 
the public continued to hold back. One wholesaler in 
the northwest commented: 

“Our mail is very big, mostly inquiries and attempts 
to buy at lower prices.” 

One observer from the same area reported that 
uppers were averaging $75 over list at those mills 
which load mixed cars. Common lumber is held for 
$30 to $35 over. No. 2 dimension can be bought for 
$52 and timbers at $55. Boards move at $2 to $3 
above dimension. 

Reports generally indicate that buyer resistance has 
temporarily increased supplies, particularly common 
items. 


Current Statistics on 
Output and Distribution 


Lumber shipments of 398 mills reporting to the 
National Lumber Trade Barometer were 3.6 percent 
below production for the week ending May 31, 1947. 
In the same week new orders of these mills were 8.5 
percent below production. Unfilled order files of the 
reporting mills amounted to 69 percent of stocks. For 
reporting softwood mills, unfilled orders are equiva- 
lent to 25 days’ production at the current rate and 
gross stocks are equivalent to 34 days’ production. 
For the year-to-date, shipments of reporting identical 
mills were 6.8 percent above production; orders were 
8.2 percent above production. 

Compared to the average corresponding week of 
1935-1939, production of reporting mills was 13.4 
percent above. Compared to the corresponding week 
in 1946, production of reporting mills was 5.8 per- 
cent above; shipments were 2 percent below and new 
orders were 2 percent above. 


Western Pine 


The 96 mills reporting to the Western Pine Asso- 
ciation for the week ending May 31, 1947 cut 62,610,- 
000 feet. The same week a year ago the cut was 59,- 
625,000 feet. Shipments were 54,448,000 compared 
With 60,034,000 feet a year ago. Unfilled orders on 
file at the end of the week totaled 165,602,000 feet 
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WINDOW STAY COMPANY, CHICOPEE, MASSACHUSETTS 


BALANCER-ACTION, WEATHERSTRIPPING BENEFITS IN 
MT Ge -tete 
'. §6°©WINDOW STAYS 


One operation to insure snug-fitting, 
free-sliding sash for all double-hung 
windows. Air-tite Window Stays ap- 
ply evenly distributed pressure onto 
both upper and lower sash towards 
the parting bead. Thus, weather in- 
filtration and slackness between sash 
and parting bead is eliminated and 
windows will remain at any desired 
height without cords, weights, pulleys 
or balancers. 


Air-tite Stays simplify inventcry 
problems. They are the convenient, 
economical and logical way to 
finish new, old or completed window 
units. Write today for descriptive 
folders and prices. 


The plunger of each 

Air-tite Stay expands 

and contracts against 18 

Ibs. of spring action. This auto- 
matically adjusts to wood swell- 
ing or shrinkage, allowing sash to be 
raised or lowered freely at all times. 


Cut-away view - Actual size 
U.S. Pat. No. 2,187,412 














MEXICAN MAHOGANY 
and PRIMAVERA 
LUMBER 


In carload lots, F.O.B. American ports 


Grades, FAS, selects, No. 1 No. 2 Common 
Deliveries up to 100,000 board feet monthly 


Also FAS Shorts 


in carload lots for immediate delivery 
Write 


ORIENTAL TRADING CO. 


501 Fifth Ave. 
New York 17, N. Y. 



























PARKER’S 
PRIMERLESS 
PUTTY... 


has been time-tested in the 
“school of experience” — many 
years of service to the building 
industry. 





For a tight seal that resists in- 
filtration of moisture and cold air 
and prevents loose, rattling glass— 
— there is no satisfactory sub- 
stitute for high quality putty. 


PARKER'S 
PRIMERLESS 
is high quality 
PUTTY 








IRA PARKER & SONS C0. 


OSHKOSH, WISCONSIN 


80 years of service 
to the sash and door 
industry. 
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Lumber Corp., Carlton, Ore. 


Manufacturers 


Douglas Fir 


A Sustained Yield Operation 


E. J. Linke, Pres. Guy Haynes, V. P. 
Graham Griswold, Secy. & Treas. 





Oniswol 


Douglas Fir 
Pine, Cedar 
Hemlock 


Lumber 
Wholesale 


Your orders and inquiries solicited. 





LUMBER CO. 
PORTLAND. ORE. 


THE GRISWOLD 


FAILING BLOG 
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LUMBER MARKET 





compared with 244,000,000 feet a year ago. Grogs 
stocks stood at 552,863,000 at the end of the week 
compared with 541,778,000 a year ago. 
Southern Pine 

Production of Southern Pine by the 102 mills re- 
porting to the Southern Pine Association for the 
week ending May 31, 1947 totaled 16,735,000. This 
was 8.45 percent above the three-year average for 
the same mills. Shipments for the week ending May 
31 amounted to 16,787,000 feet. This was 0.31 per- 
cent above production for the week. Orders placed 
during the week amounted to 13,466,000 feet or 19.53 
percent below production. 


Northern Pine 

Production of Northern Pine by the five mills re- 
porting to the Northern Pine Manufacturers’ Asso- 
ciation for the week ending May 31, 1947 totaled 975,- 
000 feet. The same week a year ago production was 
1,825,000 feet. Shipments during the current week 
amounted to 2,110,000 feet compared with 280,000 feet 
a year ago. Unfilled orders on hand stood at 3,055,000 
feet and gross stocks amounted to 15,315,000 feet. 


In the Market Centers 

SEATTLE—Rain ended fire threat. Excellent pro- 
duction but two mills accounting for half a million 
feet daily are closing because of high production 
costs, high cost of logs and end of timber supply. 
Price resistance has temporarily increased supplies, 
particularly common, but kiln dried lumber still in 
poor supply. Potential demand enormous. 

TACOMA—Wide variance in prices. Little uni- 
formity to guide either buyer or seller. Choicest 
grades command a premium; common grades seem 
fairly plentiful. Buyers apparently frightened off by 
high prices and a belief that the market will break, 
although there is nothing definite on which to base 
such a supposition. Excellent weather conditions. 

KANSAS CITY—Federal Reserve Bank figures 
show that 139 retailers in this area had 221 percent 
more inventory at the start of May than a year ago. 
This same bank reported that lumber sales dropped 
7 percent below a year ago, bringing the decline for 
the first four months to 20 percent. Mills have been 
very active in last few weeks, cutting considerably 
more than they are shipping. Common boards and 
dimensions are a drug on the market. Surplus of 
skilled labor for first time in years. 


MINNEAPOLIS—Modest softening of prices. How- 
ever, dealers do not fear the bottom will drop out 
of the market suddenly. Shipments of Northern Pine 
Association mills are running three times the volume 
of the cut and 15 percent ahead of 1946. Small saw 
mill operators in northern Minnesota are expressing 
concern over the large accumulation of mill stocks 
of green lumber. 

BALTIMORE—Price market has not cracked. Only 
real variation has been in cheaper lumber for framing 
and sheathing. In contrast to the expected 5,000 
starts in building here this year, there have been 
1,500. Last year there were 4,500 starts of which 
1,300 were completed. Total home units for 1946 
and 1947 will be 6,000 completed homes instead of 
9,000 to 10,000 as expected. 
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FLY SCREEN 
CLOTH 


‘DEPENDABLE ’ Pe 
MayANDIse Rice 


Wee = 
SS NOD VAREALRAET: FORTHE BOLUS 
SSS eS x = 
Sats 


(ro nonncore SONCHUNGIOE NS 


“KEYSTONE QUALITY” 
GALVANIZED-BRONZE-ALUMINUM 


Phone 631 


The Seneca Wire & Mfg. Company 


Fostoria, Ohio 
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AUTOMATIC DIAMOND POINT DRIVERS y 


Glaze with one hand. Efficient from EVERY position and angle. Securely 
hold clips of 100 DIAMOND POINTS which won't bend or corrode. Drive 
into hardest wood. Diamond Points for No. 1 (3 ) package of 50 sticks of 
100 each (5,000 points); for No. 2 (2) package of 40 sticks of 100 each 
(4,000 points) 


430m 2) A°4| Ge cele) be Irvington 11,N.J.,U.S.A. 
Glaziers and Painters Tools and Machines Since 1872 





1. Complete weather 
protection and sash bal- 
ance in a single unit. 


pur. 


2. Provides easy win- 
dow operation. 


3. Lasts the life of the 
building. 
‘s 





Used with a stock plank frame 
and stock sash. 


Plank frame permits use of 
narrow mullions and trim. 


Less expensive than weather- 
stripping combined with any 
other type of sash balancer— 
costs only slightly more than 
balancers without weatherstrip- 
ping. 


@ Four balancers to each window. 


@ No paint stuck windows—en- 
tire jamb covered with metal. 


WRITE 


FOR FOLDER 
Gives Complete Details 





5615 Harper Ave. 


ZEGERS ING. Gino 


HYDE PARK 5400 


FOR OVER 25 YEARS ... 
METAL WEATHERSTRIPS AND CAULKING 


MANUFACTURERS OF 

















Two GREAT Products to 
BUILD GREATER PROFITS 








RANETITE RANETITE V 
DAMPPROOFER Transparent Waterproofer 

Permanent, durable, makes damp, Economically seals brick, stone, 
germ-laden walls dry and_ sani- stucco, concrete exteriors against 
tary for new room beauty. Ab- penetrating dampness — _ destroys 
Sorbs all moisture in walls and alkali deposits. Crystal clear, does 
Drevents further condensation. not discolor walls. 
Pts. $1.00 Qts. $1.50 Gal. $5.50 Qts. $1.25 Gal. $4.50 5-Gal. $22.00 
24 to case 12 to case 4 to case 12 to case 6 to case 


Write Today for FREE catalog and Liberal Dealer Discounts. 


Guaranteed by over 33 years of constant research 


RANETITE MANUFACTURING CO. 


1917 South Broadway @ 


a 


St. Louis 4, Missouri 
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Accurately Trimmed Plywood 
Panels at Lower Cost 


This ONE MAN operated Panel Rip and Trim Saw* 
trims the edges and ends parallel and square to 
within a very close tolerance and automatically stacks 
the panels. 


*Patents applied for 


MANUFACTURING COMPANY 





PLYWOOD - SAWMILL 
MACHINERY 


frases Tacoma 2, Washington, U. S.A. 





MANUFACTURED 
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NO MORTISING! 
NO ADJUSTING! 


INSTALL IN FRAC- 
TION OF TIME 
USUALLY REQUIRED 


Your Rochester Spiral 
Sash Balances are 
ready to install. A 
Standard milled groove in the 
sash stiles is all that is required. 
You save on field labor because 
installation can be made in the 
4 with a minimum of labor 
and cost ... and the whole as- 
sembly shop-fitted and installed. 
Rochester Spiral Sash Balances 
are the result of over fifty year’s 
experience by a manufacturer of 
sash balances . . . and are now 
produced by one of the oldest 
makers of builder's hardware 
and other metal products. 

Ask your jobber for complete de- 
tails . . . or write ect. 


Our 53rd Year of Quality Production 


Pe 


MILWAUKEE STAMPING COMPANY 
806 S. 72nd STREET, MILWAUKEE 14, WIS. 





Power Falling of Craig Mountain Pine 


Modernizing Program 
Still Under Way 


Completion of our plant modernizing 
program has been retarded somewhat 
due to difficulties in obtaining deliv- 
eries on certain equipment. While this 
continues to curtail our production, 
customers will benefit fully in due 
course. 


Member of Western Pine Assn. 








CRAIG MOUNTAIN LUMBER Co. 
Winchester, Idaho. 
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IM UldS IMFUIS 


L. G. Wendt Named President tically impossible to obtain shake 

of Carr, Adams and Collier makers, the present production of 

Lester G. Wendt, former vice both handsplit shakes for roofs and 

president, has been elected presi- machine processed shakes for wall 

dent of Carr, Adams & Collier com- yams is adequate to supply the 
emand. 


pany, Dubuque, Iowa. He succeeds 
James C. Collier, who died March 


28. T. E. Gavin, Executive of 


Mr. Wendt joined the organiza- New England Companies, Dies 
tion in 1915. He was elected as- 


sistant secretary in 1931 and a Theodore E. Gavin, 55, lumber 
director in 1934. He was elected company executive, died May 21 in 
vice president in 1938. Walpole, Mass. — 

Robert H. Collier, son of the late He was president of the Nor- 
president and former treasurer, | Wood Lumber company, the H. A. 
has been elected vice president. Morse Lumber company and the 


Paul L. Adams continues as vice Dedham Lumber company. 
president. Fred E. Bissell is treas- 


urer and A. F. Beal, secretary. James P. Gray, Owner of 


Indianapolis company, Dies 
R. T. Ferguson, Supervisor of 


Lewis & Clark Forest, Retires James P. Gray, 60, owner of the 
Gray Lumber Sales company, In- 
dianapolis, died May 28. 

Mr. Gray had. been in the whole- 
sale and commission lumber busi- 
ness for 40 years and before going 
into business in Indianapolis had 


Robert T. Ferguson, supervisor 
of the Lewis and Clark National 
forest, with headquarters at Great 
Falls, Mont., will retire in July 
after 38 years of continuous serv- 


_— . ‘ been the Chicago representative 
Mr. Ferguson took his first job for Sabine Lumber company and 


with the Forest service in July, had-traveled for Long Bell Lumber 
1909. In 1914 he was appointed company. 


supervisor of the Beartooth forest 
and in 1931 was transferred to the 
Deerlodge forest at Butte. In 19837 John J. Warso & Company to 
he went to the Lewis and Clark Make Venti-Kleen Windows 


forest. John J. Warso & company Inc., 


Youngstown, Ohio, announces that 
Supply Is Meeting Demand Says it has acquired the complete manu- 
Developer of Processed Shakes facturing and patent rights on the 
Venti-Kleen window and _ produc- 
tion is going forward on an in- 
creased basis. 

The Venti-Kleen window was de- 
signed and has been manufactured 
at Youngstown for the past 10 
years. Because of the war period 
and the fact that equipment was 


The use of cedar shakes, popular 
during pioneer days, was revived in 
1921 when the first processed 
shakes were developed. 

Charles E. Putman, owner and 
operator of the Colonial Cedar com- 
pany, Seattle, was the originator 
po A Rapes pact: Sh mt not available, production was kept 


at a minimum. 
laa under the trade name Pg cn 


The so-called processed shake— obtained additional manufacturing 


that is a machine grooved shake 
with flat sawn back and tip is be- — 
ing used extensively for covering 


side walls. Present production is LEMIEUX BROS., INC. 


estimated to be sufficient to cover 


150 average homes per day. FORESTERS--TIMBER ESTIMATORS 
Speaking of the market situa- APPRAISERS--CIVIL ENGINEERS 


tion, Mr. Putman, says in contrast yaa 
to war days, when it was prac- 610 Pere Marquette Bidg., NEW woe 
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Creo-Dipt 
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CREO-DIPT == 


MEAN MORE PROFITABLE |. 


Improved 
pe alia 4 


































BUSINESS FOR YOU! y f 

k 

‘a Through home and housekeeping advertising C [ 0 rm d Nl C C 
..» through trade journal publicity . . . 

ind through direct mail and consumer literature... 

yall Creo-Dipt has been creating a greater public 

the appreciation of the beauty, durability, and true 


economy of Creo-Dipt stains... 


... with Seedburo 540 





In your amocatin i Creo-Dipt, poe Se a partner in the goodwill of 
the company, the quality reputation earn y its products since 1909 — ever “ 
since Creo-Dipt created the first pre-stained shingle. eee A grin Nad 
Creo-Dipt invites your inquiry. of modern styling and : 
utility is yours in the . 

paces cS ged. gp SO hhined volles-beeei 

Ty] trated ). metal, welded, precision machined roller-bearing 

ber 4 LU S$ VA LU ES ONLY CREO-DIPT GIVES You ! wheels, equipped with rubber tires to cushion shock. Rugged and 


versatile with pressed steel nose that will handle kegs, boxes, bar- 






































in A World of Col rels, cartons, and bags. Seedburo handles a complete line of hand 
+ orld of Color trucks. Order by catalog number from list below or write for 
+ The New Beauty of “CREO-DIPT’S Outside Look” additional information. Prices subject to change. 
or- + The Long Life of CREO-DIPT’S Preserving-Oil Stains Pri 
. ng a rice 
A. + Promotional and Merchandising Service Catalog Handle Nose Wheel Wheel .O.B. 
the + National Trade Paper and Consumer Advertising No. Length | Length ia. Tread Chicago 
+ Unprecedented Public Acceptance and Demand ° ° ” ° 
+ The “Know How and Show How” of America’s First —— in : : “ eosee 
Stained Shingle Manufacturer $40 AR 48” 9” 8” 2%," 18.75 
540 CR 56° 10° 10” 2%" 31.00 
798 CONVERSE 
the CO., INC. BLDG. 
In- Founded 1909 a CHICAGO 6, 
COMES Y ILLINOIS 





NORTH TONAWANDA, N. Y., U. S. A. | EQUIPMEND 
dle- CREO-DIPT OF CANADA, LTD., VANCOUVER, B. C. 


\si- 
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— Surplus Equipment & {Supplies 
ber FOR IMMEDIATE SALE 
ese 
New Condition 
2 DeWalt Radial Saws. 5 HP. 220 Volt. A.C., 60 
ik DP Be 6. Sree cmon soa ore sheen $ 490.00 ea. 
8 Wilson Radial Saws, 5 HP, 220 Volt, A.C., 60 
Cera, F ne GRE. nw bc cccrs scores as congo tos 490.00 ea. 
ne., 2 Darra James Tilting Arbor Saws—without motor 225.00 ea. 
hat . 2 Darra James Tilting Arbor Saws, 3 HP, 220 Volt. 
nu- A.C.. 60 cycle. 3 phase motor.................... 300.00 ea. 
1 Delta Drill Press, without motor................. 120.00 
the AR E YO U CAS H i N G ' | 0 N 1 Delta Drill Press, 1/3 HP, 110 or 220 volt, A.C., 60 
juc- 4 Colle 0 I MENG oo. xed gaeorneaeee ween 145.00 
in- 1 Royal Drill Press, 3/4 HP, 110 or 220 volt, A.C., 60 
TH ! Ss Oo PPO RTU N ITY = uci, T eee MNES... 05525 ose. hss eee ee<ae 160.00 
. 4 Heston & Anderson Swinging Saws, 5 HP, 220 volt, 
de- - A.C., 60 cycle, 3 phase motor.................... 395.00 ea. 
red a Every month in national homedries rapidly, will not peel te 1 Large Beach Rip Saw Tilting Arbor, 5 HP. 220 
we ae ea ‘ volt, A.C., 60 cycle, 3 phase motor................ 575.00 
10 magazines nearly six million rub off—that provides a wa- igh ie . 
. ] are reading about ter barrier to porous ie 1 16’ Joiner, completely reconditioned. with new 71/2 
‘iod oe “ ani or Be > Perens ane HP, 220 volt, A.C., 60 cycle, 3 phase motor........ 750.00 
vas Celadri, the guaran — : surfaces and decorates in one 1 New Automatic Hollow chisel Mortiser—Wyson & 
rier to water. Many of them operation (available in white Miles, complete with set of chisels & motors, 220 
ept are your customers and pros- ng six colors. ) volt, A.C., 60 cycle. 3 phase motor................ 1250.00 
pects. : ; = 100 Mill trucks, platform size 25’’x52’’, removable 
wy They are learning that Cela- Celnért offers point-of-sale Dec eroton te 2. cen gator tiger aii: os crag tielen ae 14.00 ea. 
rs dri is a job-proved product displays, colorful folders and 25 Heavy mill trucks—rubber wheels................ 75.00 ea. 
ing that can be used on all por- @ Wide variety of newspaper 25 Heavy mill trucks—steel wheels.................. 65.00 ea. 
cams ous masonry surfaces insidemats. Write for descriptive 100 Lengths. 10’ ea., b.b. roller conveyors, 12° wide 18.50 ea. 
and outside—that it is eco-literature and further infor- 18" wide 23.50 ea. 
— nomical and easy to apply, mation today. 
. WIRE, OR TELEPHONE HADDON HEIGHTS 2-6038 
Ju ° - 
Coledri y FFP CENTURY PRE-FAB CORP 
s ORY: CORPORATION ei = 0 
Manupactunrers of Masonry Waterproofing =! HADDON HEIGHTS, N. J. 
S, LA DEPT. B. 652 WILLIS AVENUE - WILLISTON PARK, NEW YORK 
—_——— 
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HOUSTON x 


GRATELESS 
AIR COOLED 


REFUSE 
i 






ywoarpamZz-nd 


ENGINEERING SERVICE & ESTIMATES 
FURNISHED WITHOUT CHARGE 


HOUSTON BLOW PIPE & 


SHEET METAL WORKS 
HOUSTON 1, TEXAS 





_ PAUL B. BERRY 


Wholesale — Commission 
Grand Rapids 6, Michigan 


If you can furnish any of the following 
(or anything else) write or wire me. 


l or more cars softwood boards 
and dimension KD or AD, ma- 
chined; also panels, shorts, cut- 
offs. 1 or more cars 5/8” and thick- 
er hardwoods, mostly 4/4” & 5/4” 
ED or AD. Send me your stock 
and price lists. 














Lindsey 8-Wheel 
Tractor Wagons 


are ideal for tractor ane. They 


are used singly or in 


Lindsey Wagon Co., Laurel, Miss. 


Sele Manufacturer 


ns. 








Knudson & Mercer Lumber Co. 


Purveyors to 
Accredited Retail Lumbe: Deaiers 
for 52 years 
LUMBER FROM SOUTH, WEST, NORTH 


Sash & Doors, Wallboards and Most 
Standard Specialties 


28 E. Jackson Blvd., Chicago 4, tll. 
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facilities and space and reports it 
is in position to take care of dealer 
business promptly. 


The window obtains its name 
from the fact it provides ventila- 
tion from top or bottom or both 
without risk to draperies or floors 
during heavy storms and that. it 
can be cleaned from the inside. It 
is installed in the same manner as 
any window frame. 


T. P. Gallagher, New Mexico 
Timber Company Owner, Dies 


Thomas P. Gallagher, president, 
New Mexico Timber company, Ber- 
nalillo, Grants and Albuquerque, N. 
Mex., died June 2. 


Mr. Gallagher operated steam- 
ships at New Orleans before locat- 
ing in Albuquerque in 1929 where 
he was associated with A. I. Kap- 
lan of New York. 


Union Pacific Campaigns 
to Cut Shipping Losses 


A Union Pacifie-inspired cam- 
paign among the nation’s railroads, 
manufacturers and shippers to cut 
freight losses due to damage en 
route, is beginning to bear fruit. 

Coincident with public circula- 
tion of a new folder giving ship- 
pers several tips on better packag- 
ing, the company reveals that its 
new service of a container engineer 
has brought favorable comment. 


The container engineer, the first 
employed by any railroad, has 
given personal packaging advice to 
more than 500 manufacturers and 
shippers in little more than a year. 

Union Pacific, Omaha, Neb., will 
send out free copies of the folder 
on packaging tips to shippers and 
traffic managers. 


G. E. Price, Purchasing 
Agent of Goodyear, Dies 


George E. Price Jr., 57, purchas- 
ing agent for Goodyear Tire & 
Rubber company, Akron, Ohio, 
died May 30. 

Mr. Price joined the company’s 
purchasing department in 1922 and 
had been purchasing agent since 
1936. He directed the purchasing 
activities of all Goodyear plants in 
this country. 


A charter member of the national 




















FOR PROFIT ! ! 


PROTEXOL 
LUMBER 


Protected against 


FIRE 


TRIPLE- 
PROOF 


TERMITES 
AND DECAY 





105 Market St. 
KENILWORTH 3, N. J. 





Gives Siding Jobs Improved 
Protection and Appearance 


On every Asbestos 
Siding job, where ap- 
pearance is_ essential, 
you can save valuable 
_time, simplify fitting 
at corners and along 
window and door 
frames, give added pro- 
tection, by using indi- 
vidual zinc corner strips. . . . Made of 
oxidized zinc... will not stain. Lengths 
suitable for any Asbestos Siding Shingle. 
For complete details write 


BUGHER MANUFACTURING CO. 








211 S. Main Street 


Kokomo, Ind. 





good 

. has eve 
Flooring that 1: ton dependable 
flooring shou liable 


quality. finest ™ 
grades . 


a 


vie ae 
MENOMINEE, 


TwWwRERS 


MICHIGAN 


LUMBE COMPANY 
E 











NEW DIESEL ENGINES 
75 H.P. CHRYSLER Industrial Power Unit 


6 Cylinder complete with batteries & 
TWIN DISC CLUTCHES 


OTHERS IN STOCK FROM 15 TO 2350 HP. 
ALJON DIESEL CO., INC. 


| 904 Pacific St. Brooklyn, N. Y- 
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FOR SALE 
HARDWOOD LUMBER 








Primavera - Habillo 
Rosa Morada 


All Thicknesses & Grades 


Prompt Shipment — Market Prices 
N.H.L.A. Grading Rules To Govern 


PENBERTHY LUMBER COMPANY: 


5800 South Boyle Avenue 
Kimball 5111 





Los Angeles 11 | 
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SELF MERCHANDISING » of 


VOLUME TURNOVER ..- 


QUICK PROFIT... 





That's the story of the 
CHROMTRIM 
“Teta -t- Yourseg” 


METAL MOULDINGS 


MERCHANDISER 


[ This compact metal moulding floor display occupies less 
than 214 square feet of your floor space. Yet it has 
proven itself a powerful self seller. Display contains 8 
tubes of consumer tested metal trim, 120° of each shape 
to the tube, conveniently cut to six foot lengths and 
ready wrapped. Full color counter display card and 
100 six page consumer folders explain how simple it 
is to cut, bend and install CHROMTRIM metal mouldings. 
Order a CHROMTRIM MERCHANDISER today and prove 
to yourself what this nationally advertised profit builder 
can do for you. 


SEND TODAY FOR COMPLETE INFORMATION ON 
**TRIM-IT-YOURSELF" 


Sold only through a nation wide distributor organization. 


R. D. WERNER CO., Inc 


295 Fifth Ce Ol ee 



















Ave. s 





Booth-Kelly Lumber is produced 
from fine quality old-growth 
Douglas Fir logs 























“)o npeen fe: 
a 


POET Pies 
= = = Pg is” per — 


RAINY LAKE LUMBER C0. Ltd. 


SALES OFFICE: 2020 Conway Bidg., CHICAGO 2, ILL. 
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Selling the Products of J. A. MATHIEU, Ltd., Rainy Lake, Ont 
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association of purchasing agents, 
he was president of the group in 
1940 and president for two years 
of the Akron chapter. 


Appointments and Promotions 


JOHN L. PAXTON has joined the 
Frank Paxton Lumber company, 
Kansas City, Kans., in charge of a 
new specialty division. He was re- 
cently associated with the Pratt 
Frozen Foods corporation, New 
York. 


ROBERT A. OLEN, general man- 
ager of the Four Wheel Drive Auto 
tompany, Clintonville, Wis., was 
' plected a member of the board of 
directors, to succeed Charles 
Hagen, deceased. 


ARTHUR MORGANS, auditor of the 
West Coast Lumbermen’s associa- 
tion, has resigned and is now chief 


auditor for the Willamette Valley 
Lumber company, Portland, Ore., 
and associated companies. 


RAYMOND A. ROBERTS JR., has 
been elected assistant secretary- 
treasurer of Varco Distributors 
Inc., Detroit. He has been asso- 
ciated with the company since his 
release from the army and is also 
assistant manager of the Exchange 
Desk, an affiliated organization 
which acts as a clearing house for 
retail lumber and building products 
merchants. 





JOSEPH M. FANT has joined the 
sales department of the Timber 
Engineering company. 


W. M. MORGAN has been named 
secretary-manager of the Okla- 
homa Lumbermen’s association. 
For 23 years he has been in ad- 
vertising, sales promotion, public 
relations and organization work in 
the state. He will have his head- 
quarters in the Leonhardt building, 
Oklahoma City. 


Appointment of ROBERT M. Bop. 
KIN as manager of the Western 
purchasing office of Dyke Brothers 
and Cole Manufacturing company, 
Portland, Ore., has been announced, 
He has been general manager of 
Ponderosa Pine Woodwork, Chi- 
cago. 


Companies Announce 


ARR-O-LINE COMPANY has 
changed its name to the A, DPD, 
Hemphill company with new offices 
and factory at Lake City, Minn. 


SHEFFIELD BRONZE PAINT CoRPO- 
RATION, producer of aluminum paint 
has a new plant under construction 
in Cleveland. It was announced 
that production will start in Octo- 
ber of this year. 





New headquarters and consoli- 
dated offices for all divisions of 
PoPE & TALBOT INC., shipping and 
lumber firm, are at 320 California 
street, San Francisco 4. 


JAMES S. KEMPER COMPANY, in- 
surance company, has moved to 622 

















J. W. Wells Lumber Co. 


Montgomery |, Alabama | 


< 


Manufacturers 


Southern Hardwoods and Pine 














1246 Grand St. 





Established 1850 


Cross, Austin & Ireland 
Lumber Company 


Brooklyn 6, N. Y. 
Telephone Evergreen 8-9000 


Lumber -Timber - Millwork | 
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DON’T CARRY IT — 


CONVEY IT 


Cut handling costs — increase 
safety — reduce manual handling, 
with conveyors. Eliminate those 
costly time wasting steps between 
cars, piles and storage sheds. 
Let conveyors provide fast, low- 
cost and speedy handling of your 
products. 


Get complete information today 
—write for Bulletin No. AL-67. 


STANDARD CONVEYOR COMPANY 
General Offices: 
NORTH ST. PAUL 9, MINNESOTA 














OVER 54 YEARS OF SERVICE 
TO THE LUMBER BUYING 


NOW IN OUR 55TH YEAR, WE ARE 
GIVING BETTER THAN EVER: SERVICE 
TO ALL CUSTOMERS. 


im West Coast Woeds - Piling + Lumber 




























iced 
cto- me e 
STOP End Checking!!! For Immediate Delivery 
sen 
soli- ; ; H 
of No. 464-A Lumber sealing compound is a Stosenitiine elegy hp — 
and specially developed “end coating” that 24"-28"-30"-32" x 6 8" x 13", 
nia produces amazing results. Sil 75 each FOB Cincinnati 
Not a “lead and oil” paint but a new 
ies product designed to do a particular job. 
622 Can be applied with spray gun designed 
for heavy bodied materials or by brush. HARDBOARD 
— Color is black. Light Colored Surface 
Any mill, lumber dealer or manufacturer Vg" x 4' x 12'. 
—— who stores lumber can effect very substan- 


tial savings. 


Reports have been received that use of the Finnish Birch Plywood 
a compound has resulted in savings amount- 

ing to thousands of dollars worth of lumber All Thicknesses and Grades 
previously lost due to “end checking.” 


Wire or write today for * 
full particulars. 


| 
| mussman and shafer. ime.. 


| The Akron Paint and Varnish Company Pharr soeeanea 


Cincinnati 2. Ohio 


AKRON 1, OHIO 
EST. 1878 





















































SELLING THE PRODUCTS OF DISTRIBUTORS OF onthe 
*THE McCLOUD RIVER LUMBER GREVLIN PINE 
COMPANY PONDEROSA PINE 
McCloud, Calif. keg. U. S. Pat. Off. (PINUS PONDEROSA) 
*THE SHEVLIN-HIXON COMPANY _ Sacnve corce 
Bend, Oregon 900 First National Soo Line Building SUGAR (Genuine White) PINE 
"Member of the Western Pine Associa- MINNEAPOLIS, MINNESOTA (PINUS LAMBERTIANA) 
tion, Portland, Oregon. DISTRICT SALES OFFICES: 
NEW YORK CHICAGO SAN FRANCISCO 
1604 Graybar Bldg. 1863 LaSalle-Wacker Bldg. 1030 Monadnock Bldg. 
 Pardieosa Fare Woodwotk Mohawk 4-9117 Telephone Central 9182 Exbrook 7041 
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MILL WORK 
MANUFACTURERS 
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COMBINATION STORM SASH 
AND SCREEN BUSINESS 


A limited number of licenses are now avail- 
able-for the manufacture-of a new Aluminum 
Frame Combination Storm-and-Screen Win- 
dow. You make the wood sash and screens 
— we will supply you with the patented 
knock-down Aluminum Frames. 


For details wire or write 


PATENTED PRODUCTS CO. 
H. B. GOODMAN 


3 Prospect Street, New London, Conn. 





MINER’S EDGER WITH SKF BALL BEARINGS 


Lightest running. SPECIAL FEATURES 
Variable feed for light power, guide rail 
and spurs make STRAIGHT lumber. 


balanced mandrel, now creosoted frame IT 


CLEARS ITS COST IN 30 TO 60 DAYS 


MINER EDGER WORKS, Phone 1292, Meridian, Miss. 


well- 


MANAGEMENT 


Guarantees the true spirit of 


Slashitality 


... it always prevails in every 


perfect detail of the service and 
atmosphere you'll enjoy at 
Lhe 


DRAKE 


Chicago 


Edwin L. Brashears 
PRESIDENT 





Diversey parkway, Chicago 40, IIl. 
The home office claim, engineering 
and audit departments will con- 
tinue to be at 4750 Sheridan road. 


FRICK COMPANY, Waynesboro, 
Pa., announces the opening of a 
branch at Columbus, Ohio. Floyd 
D. Markley is in charge. 


BRIGGS LUMBER COMPANY is now 
located at 15240 Castleton avenue, 
Detroit 27, Mich. 


Training Personnel 
(Continued from Page 48) 


variety of ways. With manipulative 
operations the employer has the 
employe do the entire job without 
assistance to demonstrate mastery 
of the work. In teaching informa- 
tional material the employer may 
test by oral or written questions, 
by problems which require applica- 
tion of the knowledge, or by requir- 
ing the employe to explain how he 
would apply the new principles to 
actual job practices in his daily 
work. 
LENGTH OF TRAINING PERIOD 

THE time which must be given 
to any one of the foregoing steps 
will vary with the employe and with 
the subject matter being taught. In 
one case it may be necessary to 
spend considerable time getting the 
employe ready to learn or in help- 
ing him to understand what is be- 
ing taught. In other cases the em- 
ploye may already have a desire 
to learn what will be presented. As 
soon as the employer is satisfied 
that he has the employe in a re- 
ceptive frame of mind he immedi- 
ately starts to present the subject 
in organized fashion. This is ex- 
actly the way trained salesman han- 
dles different customers. In some 
cases the product or service can be 
presented immediately. In others a 
desire must be created first. 

Two methods of teaching to be 
avoided are: 

1. The telling method—“I want 
to tell you.” 

2. The showing method—“I 
want to show you.” 

If the employer carefully pre- 
pares himself for a teaching job on 
any operation or process and then 
spends the required time to put his 
sale or teaching job over right in 
the first place, he will spend more 
time than he required to do a “tell- 
ing” job or a “showing” job. In 
the long run, however, he will gain 
many hours through eliminating 
much time spent in supervising the 
work of untrained employes, and 
eliminating the need to repeat a 
teaching process. 





ADVERTISING 


American Lumberman & Building Products 
Merchandiser is published every other Satur. 
day. It publishes the largest strictly classified 
advertising section in its field. 

All ads for classified section must be in Pub. 
lisher’s office 10 days preceding date of pub. 
lication. Advertisements are set in uniform 6 
point style. No cuts or special borders allowed, 
For advertisements bearing box number count 
five extra words. Replies are forwarded free 
of charge. Please indicate classification de- 
sired. Publisher reserves right to classify, 
edit or reject any classified advertisement. No 
agency commission or cash discount allowed, 


Rates — Cash With Order 
Minimum Charge $2.00 
For one or two insertions 10c per word per in- 
sertion, with minimum charge of 50c per line. 


Three to Five insertions 9c per word per in- 
sertion, with minimum charge of 45c per line. 


Six or more insertions 8c per word, per inser- 
tion, with minimum charge of 40c per line. 


There are approximately 5 words to a line and 
when less are specified or used. regular line 
rate is charged. 


When answering ‘box numbers or mailing copy 
for ads address them to: 


AMERICAN LUMBERMAN & 
BUILDING PRODUCTS MERCHANDISER 


139 N. Clark St., Chicago 2, Illinois 





HELP WANTED 





Wanted: Lumber grader for Distributing Yard 
on Hardwoods and White Pine. Steady work, 
union scale. Addess E-42, American Lumber- 
man. 





Building material supply houses with sales 
representatives calling on retail lumber yards 
to handle unfinished furniture. Not req 

to stock. We will drop ship to your cus 
tomers. Write for prices and_ brochures. 
United Mills Company. 1219 S. Washington. 
Peoria, Illinois. 


WANTED: Lady or man bookkeeper capable 
of handling entire book work of a large re 
tail yard in Northern Illinois. State expen- 
ence and_ salary —~ Address M-26, 
American Lumberman, Inc. 





—_ 





Mill Superintendent capable of assuming full 
charge of Mill in Retail Yard. Experience in 
estimating, detailing, and handling men nec 
essary. Knowledge of Curtis Woodwork de- 
sirable. State age, experience, education an 
salary expected. Write Box 11, Mansfield. Ohio. 





SALESMAN WANTED 

Midwest sales distribution organization con- 
trolling over 100,000,000 feet yearly of westem 
pine and fir lumber, mouldings. shingles, et¢-, 
seeking salesman on an attractive salary on 
bonus arrangement in territories in Ohio, Mich- 
igan, Indiana and Illinois. Applicants ~— 
be well qualified to sell western lumber prod- 
ucts and interested in permanent connection. 
In making ap-lication suggest you outline ter 
ritory interested in covering. Address M 
American Lumberman, Inc. 


——t 


SALESMEN calling on lumber, mason sup 
dealers, hardware and paint stores, sell 
moving nationally advertised masonry - 
proofing coating. Liberal commission. oe 
territories open. Contact Williamson Prod- 





ucts Corp., Box 136, Brooklyn. N. Y. 


June 21, 1947, AMERICAN LUMBERMAN & 
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HELP WANTED 


HELP WANTED 





LUMBER & DIMENSION WANTED 





PLANING MILL SUPT. & MOULDER MAN 


A top salary for capable man in a new mill 
equipped with Matcher—Moulder—Planers— 
Saws—All new modern machines. DOUGH- 
ERTY LUMBER CO., Cleveland 5, Ohio. 





Young man with some experience as assistant 
manager and accountant of retail lumber and 
coal company, with a view of management 
goon as possible. =" opportunity for 
right man. Address F-23, American Lumber- 
man, Inc. 





Millwork Superintendent 


Wanted experienced Millwork Superintendent 
who can estimate, detail and bill. State age, 
references and salary expected. Central 
Wood Products, Vancouver, Washington. 





WANTED—Experienced, all around retail 
lumber and building material man capable 
of operating yard, selling retail and whole- 
sale. Also capable of doing own buy- 
ing. Give age, experience, salary expected. 
AL replies treated as confidential. Address 
L-42, American Lumberman, Inc. 





Wanted by Eastern Hardwood Wholesale 
Company, assistant manager, familiar with 
the species and grades of hardwood, and 
qualified to handle correspondence. Address 
L-46, American Lumberman, Inc. 








Wanted: A-l sales representative by one of 
largest manufacturers and wholesalers in the 
country, metropolitan New York through 


Philadelphia. Must be good industrial and 
ard salesman. Company maintains New 
ork office. Good salary and opportunity 


for right man to build up an organization. 
Send snapshot if possible and give past ex- 
perience and references. Address M-28, 
American Lumberman, Inc. 





Wanted: Combination Band Saw Filer and 
Sawyer. Experienced in sawing lumber for 
grade, also flitching for veneer mill. All new 
equipment; left hand mill; Sawing Walnut, 
Oak & Mahogany: Good wages to right 
man; living conditions good. Swords-Morton 
Veneer & Lumber Co., P. O. Box No. 103, 
Rock Island, Illinois. 





WANTED: Experienced lumberman for as- 
sistant in general sales office of softwood 
manufacturer and wholesaler. Knowledge of 
railroad tariffs helpful. Good opportunity for 
advancement; remuneration according to abil- 
ity. Location Twin Cities. Our employees 
know about this ad. In reply state age, ex- 
ae and general qualifications. Address 
-47, American Lumberman, Inc. 


HELP WANTED: Teacher and Administrative 
Assistant, Department of Building Construc- 
tion, Management and Marketing, College of 
Business Administration, University of Den- 
ver. Home building experience necessary, 
college education preferred. Call Carl Feiss, 
ALpine 3441, or write 211 15th Street, Denver 
2. Colorado. 





Wanted lumber salesman for retail yard, 
favorable working conditions, good oppor- 
tunity to earn good money. Want experi- 
enced man with fair education, age 25 to 40. 
Give complete details of experience, how 
long, who with and reference, your health, 
family and salary would expect to start out 
on with good future in view. Your home 
would be in East Tennessee. Apply Box No. 
L-47, American Lumberman, Inc. 





Have opening for manager who is capable of 
managing yard and can handle construction. 
Good salary and per cent profit. Address 
M-33, American Lumberman, Inc. 





Wanted: Experienced Yard Superintendent for 
established lumber and coal yard located at 
LaPorte, Indiana. Willing to pay a good sal- 
ary for the right man. an furnish first class 
house on low rental. Address M-34, American 
Lumberman, Inc. 





WANTED 


Manufacturers’ Agents for exclusive territories 
to sell newly developed Overhead type sec- 
tional Aluminum Garage Doors, to dealers or 
jobbers on commission basis. Address M-37, 
American Lumberman, Inc. 





Excellent opportunity available for young man 
as assistant to manager in retail lumber busi- 
ness. Experience essential. Eastern Michi- 
gan. State qualifications fully. Address M-3l, 
American Lumberman, Inc. 





Manufacturers’ Agents Wanted 


With following among lumber yards, siding 
applicators, etc. Full or part time. Good 
opportunity for those with proven sales rec- 
ord. State territory and trade covered. Lus- 
tro Plastic Tile Co., 19 SO? Main St., Akron, 


io. 





Special Millwork Detailer and Biller. Must 
know millwork. Permanent position and good 
pay to competent man. Oregon Woodwork, 
td., 336 S. E. Spokane. Portland 2, Oregon. 








WANTED—Hardwood Lumber Inspector and 
Yard Foreman. State age. experience and 
salary in reply. Address M-4l1, American 
Lumberman, Inc. 





WANTED: Experienced man to take full charge 
modem moulding plant located Spokane, 
Washington. Must be able to handle men for 
maximum production of quality merchandise. 
Must be sober and capable to set up and 
service high speed moulders. We are willing 
to pay excellent salary plus bonus. State 
m reply age. experience, references, salary 
expected and when available. PINE MOULD- 
— INC., 515 Realty Bldg., Spokane, Wash- 
ington. 





SITUATIONS WANTED 


————= 
— 





Want position as manager millwork manufac- 
turing or jobbing business. Write E-48, 
American Lumberman, Inc. 





Accountant with wide tax experience seeks 
position as chief or general ledger account- 
ant. Address L-50, American Lumberman, Inc. 





Man who has had millwork experience and 
can,do some estimating and who has some 
executive ability. In answering state experi- 
ence, age, size of family and church denomi- 
nation. Apartment furnished. Dakota Sash & 
Door Co., Aberdeen, S. Dak. 





WANTED—ASSISTANT YARD FOREMAN 


For medium size Chicago industrial lumber 
Must be fully qualified to grade and 

ly northern and western softwood lumber. 
ellent remuneration with good future for 


tight man. Address M-38, American Lumber- 
man, Inc. 


a 





WANTED 


If you wish to get into permanent position 
im good town as lumber yard manager let us 


r from you. Address M-42, American 
umberman, Inc. 








Wanted: Man that is thoroughly familiar with 
the retail lumber and building material busi- 
ness. Must be able to read plans and give 
estimates therefrom. Salary open. In replying 
_ full details and references for the last 


years. Address M-39, American Lumber- 
man, Inc. 





MILLWORK SUPERINTENDENT AND DRAFTS- 
MAN. Years of experience high class de- 
tailed millwork. Good producer. A-l Refer- 
ence. Address B-40, American Lumberman. 





Salesman: 10 years experience selling lumber 
and building supply dealers in New York and 
New England. Wish to represent manufac- 
turer. Would consider several lines. Producer, 
references. Write M-49, American Lumber- 
man, Inc. 





Millwork Superintendent, estimator, detailer 
and biller desires position with custom mill- 
work company. Also knowledge and experi- 
enced on fixture work. Thirty years experience 
with all classes of manufacturing for fore- 
most architects and contractors in New York 
State and New England. Address M-44, 
American Lumberman, Inc. 





Desire building products on commission basis 
to sell we @ established Jobber connections 
in Texas and Louisiana. 25 years experience 
selling building materials through Jobbers, 
retail lumber dealers, architects and con- 
tractors. Will furnish references regarding 
my responsibility. Address M-51, American 
Lumberman, Inc. 


Buitpinc Propucts MERCHANDISER, June 21, 1947 











WANTED—BASSWOOD VENEER LOGS 


Continuous carload supply. In addition to 
your quotation, please advise quantities you 
can furnish and at what intervals. Address 
L-27, American Lumberman, Inc. 





Lumber and Logs Wanted 
SOUTHERN HARDWOODS 


150,000’ No. 1 Com. & Bet. plain or qtd. Sap 
Gum. 50% 4/4°’, 25% 5/4’, 25% 8/4". 
500,000° O Wagon Planks. rough, green. 
To be NHLA inspected for buyer’s account. 
50,000 Pcs. Oak Ties 6°’x10’’—8'6"", 8°’ face. 
APPALACHIAN HARDWOODS 
150,000° No. 1 Com. & Bet. plain red oak. 


150,000’ No. 1 Com. & Bet. plain white oak. 
50% 4/4°°, 25% 5/4. 25% 8/4". 
2 cars No. 1 Com. & Bet. tough ash, 50% 


4/4", 50% 8/4’. To be NHLA inspected for 
buyer’s account. 
BUTT LOGS 
14°" and up diameter, 10 ft. and up long 
Poplar, Gum, Hard Maple, Hickory. 
ERNST SEID NN CORP 


Woolworth Building New York 7, N.Y. 





Wanted: To place cutting orders in mixed 
Oak 5x12’s, 6°4’’, 8° and 16’ lengths, selected 
Car stock grades—Appalachian Area. Also, 
will purchase 4/4 or 5/4 in tl] Com. & better 
grades at least 90 days in pile. Inspection at 
time of shipment. B. V. Welsh, Long, Md. 





Dear Lumber Mill:— 

Will you please help us out of our dilemma 
by accepting our orders for the following 
stock. We'll take delivery subject to your 
convenience, only PLEASE take our order, re- 
gardless of what your price may be 


Width Length Width Length 
oe - 83," x 16" 


6l/, x 173/, 4 x 

64” x 1314" = BSA" x 18" 
Bh" x 1A" 844" x 21" 
6" x 21” B3,"" x 24” 
81/4" x 16” 83/," x 253/,"" 
8l/,"" x °° 83/, oe x ae 
81/,"" x 24°’ 91/,"* x 20°’ 


11144" x 18° 91/4" x 29°" 
I" Plywood, Denoweod. Poplar and/or 
Gum; carloads. 


Above listed cut stock must be manufactured 
from a kiln-dried, clear. light weight, soft 
textured Western Pine, and/or Bass- 
wood: EVEN THIC . SQUARELY CUT 
AND EQUALIZED to 1/32’ tolerance: D2S to 
9/32°’ thickness: glued-up stock preferred, if 
available. We'll take delivery of a car per 
day or any quantity or sizes you may care 
to furnish. We shall be lodking forward 
hopefully to your favorable response. 
ery truly yours, 
Address G-53 ; a 8 Lumberman, Inc. 





WANTED—Kiln Dried Oak Flooring. Carload 
shipments advising sizes and grades you have. 
Arling Funch Lumber Company, 4631 Read- 
ing Road, Cincinnati 29, Ohio. 





USED MACHINERY WANTED 








Will trade stock sash, doors, general millwork 
and building materials for self-feed ripsaw, 
9-foot equalizer, 48°" double deck sander o: 
other sash and door machines. Write Box No. 
C-60, American Lumberman. 





WANTED 
Boiler for saw mill 18 or 20 feet. 150 H.P. 
Return flu, omnes at least 125 lb. pressure. 
GRAHAM LUMBER COMPANY, 53 West Jack- 
son Blvd., Chicago 4, Illinois. 





One 6” or wider Ball Bearing electric moulder. 
Give list of equipment. Maryland Machinery 
Exchange, Hagerstown. Maryland. 





Late model straight line motorized rip saw. 
Please give full description and Da- 
kota Sash & Door Co., Aberdeen, S. Dak. 





One Chain: Saw Mortiser similar “to North- 
field Chain Saw Mortiser or No. 1 New Britain. 
The Suburban Lumber ‘Co., Cleveland 9, Ohio. 


83 





WANTED TO BUY — 
MISCELLANEOUS 


RAILS WANTED 


Any weight—Any tonnage 
: THE W. Hz. DYER co. 
Railway Exchange Blidg., St. Louis 1, Mo. 











RAILS: ANY SIZE OR QUANTITY 


Particularly 20 ib. 25 lb. 30 Ib. 35 lb. & 40 Ib. 
Secure our price betore selling. 
MIDWEST STEEL a 
Charleston, W. Va. 











BUILDING FOR SALE—SELMA, N. CAR. 


Approximately 60,000 sq. ft. suitable mfg. or 
storage. Excellent RR sidings. Will sacrifice 
for immediate sale at $27,500. Satisfactory 
terms and small down payment arranged to 
suit buyer. May rent on long lease. CEN- 
ay REFAB CORP.. HADDON HEIGHTS, 








MILLING IN TRANSIT 





BOOKS FOR SALE 


PRACTICAL PLANS FOR MODERN HOMES 
New 36 page booklet. size 8!/2xll inches. Con- 
tains 51 actual photographs and floor plans 
of real houses that have been built and 
roved successful . . . plus dozens of helpful 
ideas on selecting the lot, choosing the prapee 
home design and arranging finances. Blue 
prints and specifications of every design are 
available at only $5.00 per set. Special prices 
on quantity lots of these booklets to dealers. 
Sin - — only 50s. AMERICAN LUMBER- 
MAN, 139 N. Clark St., Chicago 2, Illinois. 











HANDY LUMBER CALCULATOR. A 64 page 
Vest Pocket size for standard lumber sizes, 
log rules, estimated weights of lumber and 
other useful lumber tabulations. Price, post- 
paid, only 50c per copy. Order direct from 
AMERICAN LUMBERMAN. 139 N. Clark St., 
Chicago 2, Illinos. 





MODERN STORE & YARD DESIGN MANUAL 
Actual Store Designs. Planning helps. Yard 
Planning ideas. 11 original store plans. Yard 
layouts. How to display merchandise. 68 
pages of valuable information and only 50c a 
copy to readers of American Lumberman. 
Order from AMERICAN LUMBERMAN, 139 N. 
Clark St., Chicago 2, Illinois. 


LUMBER & DIMENSION 
FOR SALE 


White Spruce 
Western Engelmann Spruce Dry S4S 
all thicknesses, also Northern Sot ota 
woods. Forest Products Co., N. W. Bank 
Bldg., Minneapolis, Minnesota. 











et 





For Sale: 4/4 Hemlock, Spruce, Maple, Beech, 
Birch. Hemlock and Spruce Timbers. Cedar 
Posts and Railroad Ties. Also Hemlock and 
White Pine Dimension Lumber. Write: G & T 
Corporation, Munising, Michigan. Attention 
H. R. Taylor. 


LUMBER FOR SALE 
6/4 Popple Rgh. SIS. S2S or Resawed 


W. T. BAILEY LUMBER CO. 
VIRGINIA, MINNESOTA 


SHAKE SHINGLES 
$7.50 PER SQUARE 
DELIVERED 








Carload lots ¢1 6/2-18"" Hand Split 
Western Red Cedar Barn Shakes. 5 
Bdls. per square with 81/2" exposure. 
Ideal for side walls and roofs on 
new homes also for modernizing older 
buildings. Builders Supply, Inc., 
Shakopee, Minnesota. 





We solicit dressing and resawing in transit, 
also we can kiln dry pine and poplar lumber. 
Write or wire us for specific prices. Grayson 
Lumber Company, irmingham, Alabama, 
Phone: 9-1131. 


BUSINESSES WANTED 

















LUMBER YARD WANTED: Christian American, 
42, experienced, will buy all or as partner in 
medium sized retail yard preferably on East- 
ern Seaboard. Box No. M-29, American Lum- 
berman, Inc. 





BUSINESS WANTED 


Wanted to buy for cash, small retail lumber 
concern located in Northern Illinois doing a 
eae business. In reply state amount of 
usiness done per month, per year, popula- 
tion of town, railroad located on, also stating 
how soon same business could be transferred. 
Address M-43, American Lumberman, Inc. 








MISCELLANEOUS — FOR SALE 








CARPENTERS APRONS 


Write for prices and information. 
MINNESOTA SPECIALTY CO., Inc. 
Minneapolis, Mi 





METAL WINDOWS 


Steel—Aluminum—Bronze 
Large Stock—All Types 
STEEL SASH SALES & VICE 
Weehawken, New Jersey 





ROBBINS METALS CO. 


N. 2105 Airport St. 
Spokane, Washington 
Manufacturers of 
Aluminum Roofing 
5V Crimp 
Water Seal 
Corrugated 
Aluminum Siding 


Aluminum Door & 
Window Frame, Cove, 
Base and Trim. 


TIMBER & TIMBERLAND 
_ FOR SALE 











OFFICIAL FEETAGE ESTIMATOR. Use for 
quick board and surface measure contents of 
all classes of interior and exterior finish, 
moulding. column, tank and silo stocks and 
cut up material in lumber veneers, etc. For 
fixtures, panel work, furniture, cabinets, 
mantels, carriage bodies, store fronts, doors. 
sash, blinds, newels, door and window framex, 
boxes, etc. Price, delivered, $10.00. AMER- 
— LUMBERMAN, 139 N. Clark 8t., Chicago 
2. Illinois. 








LUMBER & DIMENSION | 
FOR SALE 








For Sale—One inch D & Better Minnesota 
Cork White and Norway Pine running 60% 
Norway. Good @engths and good widths. 
Ww. Bailey Lumber Company. Virginia, 
Minnesota. 





Cutting orders, birch, maple, basswood, 
white pine. Mill Valley Lumb o., Limited 
Oshawa, Ontario. 








For Sale: Approx. 250,000 ft. Log Run or 
traded 1°’ rough mixed Red and White Oak. 
alf of this lumber 90 to 150 days dry. Can 

be seen at the E. H. Brownlee L er Co. 
yard at Aetna, Ga., near Cedartown. We 
are interested in offers F.O.B. mill on truck 
or carload lots. LaPorte Lumber & Coal Com- 
pany. LaPorte, Indiana. 





Hardwood Pallets and Skids made to order. 
Carload shipments. D. V. Helle Lumber Co., 
Farmington, IIl. 





Sawmill on a permanent location Northeast- 
ern Washington, with good supply of logs 
and an ideal drying yard wishes to contact 
buyer willing to advance on lumber in piles. 
Have Fir, Larch and Ponderosa Pine. Will 
cut to buyers requirements and load out 
when dry or load green at buyer’s option. 
Have 4 cars 4/4 Ponderosa, common, re 
for shipment. Producing 250 M month. Woul 
contract any part of this. Address M-23, 
American Lumberman, Inc. 





We have 50,000 feet of 1x4 and Ilx6 No. 2 
4 to 10 ft.. that we can run S4S or Center 
Match, good crating lumber, or can be used 
to make boxes. 5.00 per M F.O.B. Mill. 
Castleberry Lumber Company. 908 W. Peach, 
Ft. Worth, Texas. 





TIMBER AND MILL FOR SALE 


1240 acres mixed timber, 10 million ft., priced 
right. New mill with 175 h.p. diesel engine 
and other power available. Mill superin- 
tendent and sufficient help. Write Spafford, 
Box 195, Lewiston, Idaho. 





FOR SALE 


me 7,000,000 F.B.M. Choice White 
.@) and Yellow ie Standing Timber. 
Address P. O. Box 2634, Land Department, 
Birmingham 2, Ala. 


R4 





5 cars air dried Yellow Pine each car loaded 
as follows: 14 car each 1x4, 1x6, 1x8, 1x10, 
No. 2 S4S Shiplap or Center Match, $55.00 and 
$60.00 f.o.b. mill. E. J. Gaiennie, P. O. Box 
1074, Shreveport 89, Louisiana. 





LUMBER FOR SALE 


1 x 4 random lengths—Nos. 1, 2, 3 mixed RSIC, 
surfaced or rough—Mostl e, balance 
Spruce. $85.00 rough. milling extra, F.O.B. 
Vir inia. W. T. Bailey Lumber Company, Vir- 
ginia, Minnesota. 














BUSINESSES FOR SALE 


————_ 





FOR SALE 


Retail Lumber Yard with Planing Mill and 
Millwork plant in one of the best cities in the 
South with population of three hundred 
twenty-five thousand. Located on one of the 
best streets in the city and with siding on 
two railroads. Doing an annual business of 
four hundred thousand dollars. Reason for 
selling. owners wish to retire. Price One 
Hundred Fifty Thousand Dollars. Write for 
ae. ddress K-55, American Lumber- 
man, Inc. 





FOR SALE: Retail Lumber Yard, 40,000 sq. ft. 
situated in the State of New York, with rail- 
— siding. delivery truck and light wood- 
working machinery.. Good office. Storage 
shed of 6,000 sq. ft. on main floor. Address 
M-24, American Lumberman, Inc. 





For Sale complete lumber yard, office and 
office fixtures. No stock. Grafton, Nebraska, 
population 250, wonderful wheat prospect, 
excellent corn territory. $3000.00. Write Fuller 
Grain Company. 1261 Board of Trade Build- 
ing. Kansas City 6, Missouri, or contact W. F. 
Finnegan, Grafton Grain Company, Grafton, 
Nebraska. 





FOR SALE—In small Montana town. Retail 
lumber, hardware, furniture. Excellent sales 
and profits. Requires about $30,000. Owner 
e- Address M-48, American Lumberman, 
nc. 





FOR SALE: WOODWORKING PLANT 


Located in one of the best cities in Florida. 
Has been operated by the present owner since 
1935. Ground Area 206 foot frontage, 207 feet 
deep. has own Railroad Siding. street on 
three sides, front street paved. Well equip- 
ped, all electric individual motors, location 
ideal for Lumber and Building Material. Net 
Profit 1946 better than $15,000.00. Reason for 
selling, owner's health. Price $36,000.00. In- 
ventory optional. Address M-46, American 
erman, Inc. 





FOR SALE: Complete modern operating pal- 
let plant located in small Louisiana town on 
main line railroad. Lumber in unlimited quan- 
tities can be purchased less than cost of 
freight from this point to eastern sections. 
ice $12,000.00 cash or terms to responsible 
parties. Good chance for man now working 
for pallet manufacturer to acquire one of the 
most profitable and efficient plants in the 
south. Replies strictly confidential. Will give 
or disposal of plant. Address M-45. 
American Lumberman, Inc. 


FOR SALE OR LEASE 


Lumber yard and Finishing Plant in connec: 
tion, located in Kentucky town of 35, Will 
sell stock and premises, or will sell stock 
and lease yard and mill. Excellent location. 
Apply Box M-40, American Lumberman, Inc. 


FOR SALE: Retail lumber yard located South- 
west Illinois on Mississippi River. 100 miles 
north of St. Louis. Volume business $120, 1 
per year. Established seven jeer. Will sel 
as going business imcluding land. buildings. 
inventory, machinery and equipment. Address 
M-20, American Lumberman, Inc. 











June 21, 1947, AMERICAN LUMBERMAN & 
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USED MACHINERY FOR SALE 


USED MACHINERY FOR SALE 








EARLE HART WOODWORKING MACH. CO. 


Large selection of Modern Ball-Bearing Mo- 
torized Used Machines. Get our prices and 
list betore eye. S65. W. Washington Blvd 
icago, 1no1s, . as. on vd. 
mat Ph.: Andover 3340 
Greensboro, N. C., Davidson Dr., Sedgetield 
Ph.: Greensboro 9633 








SPECIAL OFFERING 


1—Oil-Fired Steam Locomotive 
Type 2-6-2, 83-Ton, New 1923 
Excellent Condition 
A Real Bargain! | 


IRON & STEEL PRODUCTS, INC. 
42 years’ experience 
13424 S. Brainard Ave., Chicago 33, II. 
“ANYTHING containing IRON or STEEL’’ 





FOR SALE: Sawmill business, complete 6 foot 
Roller Bearing Band Mill with Steam Power 
Plant, with complete sawmill equipment and 
logging equipment, as a going business; . or 
will sell sawmill ry oy | only. Write for 
further description to Van Keulen & Winches- 
ter Lumber Co., Grand Rapids 4, Michigan. 


FOR SALE: 150 H.P.—HRT horizontal boiler, 
125 lb. working pressure. 

6° horizontal slab resaw. complete, extra 
saws, filing outfit. 

Heavy split roll edger, extra saws. 

Tulsa single drum winch for TD-9 Interna- 
tional tractor. 

Address Steiger Lumber Company. Bessemer, 
Michigan. 








For Sale: Tractors amd farm tile trenching 
machines, all makes. Air Compressor Rental 
Company, 19615 Nottingham Road, Cleveland, 
Ohio. 





Disston Chain Saw. 36°’ Cutter Bar. Gasoline 
Powered. Practically New. $475.00. Write or 
Call Mr. Quay Coon, Gloucester, Virginia. 





Rebuilt Fay & Egan No. 180 Ball Bearing Band 
Rip Saw. with Resaw Attachment, Seven 4” 
Blades, Rip Fence, and en ag wrenches. 
25 H. P. motor and Magnetic Starter. Big 
Four Lumber Co., 7555 Bessemer Ave., Cleve- 
land 4, Ohio. 





FOR SALE 
SURPLUS EQUIPMENT 

% inch Disston chain saws, ea....... $ 450.00 
85 H.P. Chrysler Industrial Engines, 

err Cie enerre 895.00 
40 H.P. Buda engine, practically new. 690.00 
90 H.P. M. & M. power unit.......... 1350.00 
65 H.P. Buda engine. practically new. 900.00 
70 H.P. U-21 International power unit. 900.00 


%-inch Mall chain saw .............. 400.00 
Mall concrete vibrator ................ 100.00 
Hobart Electric Welder with 3 K.W.., 

110 volt auxiliary light plant and 

ay charger, powered by Chrys- 

ler industrial engine, practically new 900.00 
6 inch Centrifugal pump, ball bearing, 

a alia aR eee ERE tei 300.00 
2 40-inch inserted tooth sawmill saws, 


RESPIR tals geen arte ag are See ore 75.00 
ES Re een 875.00 
1930 Model ““A’’ Ford, good........... 300.00 
1936 School Bus, very poor............ 100.00 


1930 Model “A‘’ Ford pick-up, very 





AAD EVN so A Son prey: 90.00 
10 ft. Meat Case with unit............ 350.00 
22 Caterpillar Tractor, wide gauge... 1000.00 

tuck Winches. 6000 Ib. new Braden.. 60.75 

Heavy duty Tulsa, used............ 110.00 
Combination Coffee mill and oe. 20.00 

; gal. 1-4 inch rect. steel tanks, open 45.00 

CARRIE Fe ER, 2. ela eka een i 
Engine lath, 15x36 inch................ 200.00 

Se See 25.00 

: -P. Electric motors, ball bear- 

ing. 690 R.P.M., 220-440 volt, 60 

cycle, 3 phase, each............... 550.00 

ain saw sharpener. gasoline driven 150.00 

saw sharpener, Electric driven. 100.00 


GE. Automatic Hydrogen Atomic Arc 
eld. Price on lication. Most of 
ove is practically new. 
anon Supply Company, 1000 S. Jefferson 
P. O. Box 104, Lebanon, Missouri 
Phone 212-W 








USED MACHINERY FOR SALE | 


— et 





POWER UNITS 


Leroi’s 60 to 70 H. ee new. Suit- 
able for saw mills, $1250.00. Also have Cum- 
mins Diesel power units at $1750.00 same size 
as above. We handle tractors, bulldozers 
and heavy construction machinery and Gen- 
erating Units. 

Overton C. Evans, Mt. Sterling. Ky. 





For sale at a bargain up to date Allis Single 
Band Steam Mill completely equipped. Re- 
cently appraised by nationally known ap- 
praisers at One Hundred Twenty Five Thou- 
sand Dollars. W. T. Bailey Lumber Company, 
Virginia, Minnesota. 


FOR SALE 


Cordsman—Double End Trimmer B. B. 

B. D. Good condition. ‘ 
Hawker #2 Dowell Machine with Knives & 
Rollers with motor. 

F & E ll Rod Machine B. B. B. D. Good 
condition. 

Broom Handle Machine. Self Feed. Condition 
ood. GEO. MOWRY & CoO., INC., DERRY, 
A. Phone 521. 








FOR SALE—Chandler & Taylor Steam Engine. 
60 H.P. 150 R.P.M. 100-150 lbs. steam pressure, 
automatic oiler and governors. Excellent con- 
dition. Contact L. C. Frey, Supt., Limoges 
China Company, Sebring, Ohio. 


FOR SALE—One Nordberg cross-compound 
condensing engine with condenser cylinder 
14°’x32''x30"". Perfect condition. 

FOR SALE—Car wheels, axles and other car 


parts. 

FOR SALE—One G. E. Generator, 480 volt, 
300 amp. with switchboard and instruments. 
KLATZKY BROTHERS, Newberry. Michigan. 


FOR SALE 


Molding plant consisting of H. B. Smith 8 
inch belt driven square head outside molder 
with v belted 20 -_ motor and starter. 220 
v. 3 ph. 60 * good collection of stock mold- 
ing knives. Belsaw power feed ripper with 
6 saws. 5 h.p. motor on saw mandrel and 
2 h.p. motor on feed. Also 2 moulding trim- 
mers 1/2 h.p. 72a rack and dust hoods 
and piping. L. S. Miller. P. O. Box 243, 
Brunswick, Ga. 











FOR SALE 


Complete millwork and Cabinet shop in op- 
eration and paying good returns on invest- 
ment. Excellent labor conditions. Good mar- 
ket for entire output -———. Excellent liv- 
ing conditions. $15,000.00 involved. Will sell 
as is to eee in present location or to 
be removed. Located Brunswick, Georgia.— 
L. S. Miller, P. O. 
Georgia. 


For Sale—54’’ Mershon Band Resaw with 50 
H.P. Motor. Uses 5” or 6° Saws and in fine 
operating condition. South Bend Lumber 
Company, South Bend, Indiana. 


Box 243, Brunswick, 











For Sale: 60 Inch Egan Resaw with Saw Fil- 
ing Outfit Reasonable. Forest Products Co., 
N. W. Bank Bldg., Minneapolis, Minn. 


FOR SALE 


40 HP Electric Motor. 
8’’—4 side Matcher. 
| Rip Saw 6 Saws. 
30°" Blower. 
Line Shaft, pulleys and belts. 
O. J. Boldt Const. Co., Appleton, Wis. 








FOR SALE—Used Machinery 
Fay & Egan Lightning Equalizer. 
Springfield Berr Stave Full Dresser. 
Oram Jointer. 
Columbia No. 2 Drum Sander. 
No. 175 Berlin Surfacer. 
Westinghouse Electric Generator (Alterna- 
tor) KVA 75, Voltage 2400-18 Amp. per turn, 
3 phase—60 cycle, 277 RPM, direct con- 
nected to skinner, automatic slide valve 
steam engine size 13 
exciter & switchboard. 
Frick Uniflow steam engine size 12 x 14 


right hand. 
PIKEVILLE SUPPLY & PLANING MILL CO., 
Pikeville, Kentucky 


FOR SALE 
1 No. 172 Mattison Edge Sander. 
5 HP GE Motor V Belt Drive 46’’ Side Table 
—Dust Hood. 
Write Crawford Furniture Mig. Corp. 
Jamestown, New York 


en oe 


x 12 complete with 


_ 








““CARCO” Model E Winch for Allis Chalmers 
model M or WM tractor. single drum, free 
spooling and reversible. Also coupler to re- 
place existing drawbar. Write or Call 
Mr. Quay Coon, Gloucester, Virginia. 
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USED MACHINERY FOR SALE 


PLANERS & MATCHERS: Berlin No. 
177, 30x12 heavy duty Double Sur- 


nh ee. See $1650.00 
Graham 24° 2 kn. sq. hd. Single 
SE a: cisrohnin 1c: cave-b pelo atbae aaleatenin 
Whitney 30’° 2 kn. sq. hd. Single 
Sa ea ae 
Pryibil 32°° 2 kn. sq. hd. Single 
aa eee eee $50.00 


F. & E. 30" 2 kn. sq. hd. Single Planer 

with Sapiens: ROGURE ses. occa css.s., 1200.00 
Ber & Orton Matcher, 24x6 four 

eS: eae Pisdinn a aenbianenats 1750.00 
MOLDERS: Yates C-4 8” sq. heads, 

_ eee as ak en ee 1250.00 
Houston 6 four side Sticker, sq. 

ID siracs xa nous Sc oitonan nee ahaa 750.00 
Smith 6’ four side Sticker, sq. heads 850.00 
SANDERS: Yates No. 413 Endless Bed - 

31°. 2 drum, motorized with 2—71/, 

HP motors and starters............. 2750.00 
Yates No. 431 Endless Bed 42’ 

drum chain drive from 30 HP motor 


<a ee ee 3250.00 
Berlin 42’ 3 drum roll feed, belted to 

30 HP motor & starter............. 1200.00 
American 2 spindle Oscillating Sander 200.00 
aa” Die Sander. B/D. .. 6.00 c0ces: 150.00 
Mattison No. 124 ball bearing motor- 

ized Thrust Sander, 9 foot table.... 1250.00 
Maddox Edge Sander 6”.............. 200.00 
JOINTERS: 16°’-20°’-24°" round heads, 

Ret ear art ee 300.00 


/ 
Crescent 12° 3 kn. rd. hd. V-belted 

re eee 300.00 
Jenkins chain feed Glue Jointer, ball 

bearing, belted to 15 HP motor.... 1250.00 
Linderman ball bearing motorized 

Glue Jointers, with knife sharpener, 

5 ee ee eS 7500.00 

Same machine 6 foot................ 8500.00 
SHAPER: Powers two spindle, B/D... 250.00 
MORTISERS: Smith Hollow Chisel 3,’’, 

SS eR ie 600.00 
Greenlee No. 231, Hollow Chisel 21/2’ 

cap. B/D with boring attachment.. 600.00 
Smith & Phillips Pulley & Pocket B/D 250.00: 
SAWS: Beach Boxmakers Rip Saw or 


a ne re 150.00: 
Beach rolling table Dado & Cutoff 

Ss eae ee 300.00: 
American Double Cutoff Saw 5’...... 350.00 


Fay & Egan heavy tilting arbor Saw. 250.00: 
Jig Saw, ceiling suspension.......... 50.00: 
utoff Saws, B/D...... 100.00 


5’ & 6’ Swing 

Hermance Straight Line Rip Saw, 
cowmpene. 00 TEP Mins... 0650cc0ee0s 1650.00 

Yates G-2 Straight Line Rip Saw, 
ee | eae 1150.00 


Badger State self feed Gang Rip Saw 

w/6” arbor, with 71/, HP motor.... 850.00 
Greenlee self feed Gang Rip Saw, 3” 

2 SS ee are 400.00 
R. & H. traveling arbor Dado Saw, 

foot pedal cont. B/D .............. 250.00 
Sidney 36°’ Band Sew. tilt table...... 300.00 
Rodgers slat Gang Rip Saw, 6” arbor 250.00 
Skilsaws, 12’° pneumatic driven, like 


RRS BEN 200.00 
MISC: Perkins No. 13 Mitre Cutter, 

eae 50.06 
10’ Pedestal Mitre Cutter............ 50.00 
8’ Foot pedal Mitre Chopper.......... 35.00 
6 cu. ft. Air Compressor, single phase 

ERs ie SS Sana aaa 125.00 
Sturtevant 60°’ Blower 7’ case....... 250.00 


48’ Double Blower, 25 HP motor and 

SEER a oa EO RSET 450.00 
Knight 4 post Chair Back Tenoner... 200.00 
S._& P. Pulley & Pocket Machine with 

RE Se ee 8 ay 300.00 
Hermance Sash Plough & Bore Machine 200.00 
24°’ Blowers, B/D 
Ober Crooked Handle Lathe......... 250.00 
Rodgers Dowel Machine, to 4’...... 250.00 
Andrews Double Column "’ Borer 

vertical four spindles, 2 side arms.. 750.00 
Morgan motorized Shook Splicer, sin- 


gle head 
Blind Stile Mortiser ................... 
Sa eee 100.00 
Bed Rail Machine with 5 HP motor.. 200.00 
Saw Sharpeners, Band & Circle, 

sata Raecate ea eats See alote ke 50 to 200.00 
Whitney 44°’ Scraper Enife Sharpener 200.00 
New B. & B. ball bearing motors, to- 

tally enclosed, 3/60/220, 1800 RPM, 

PE ee Aout one sarenice Seale eh ee oee 59.75 
SE as ike. bins Diieninknwiantonier 77.50 
We are always in the market for used wood- 
working machinery: anything from one piece 
to an entire plant. 


KEYSTONE MACHINERY COMPANY 
324 Fourth Avenue Atlantic 1160 
Pittsburgh 22, Pa. 





5, H.P. (large quantity) single phase, series 
wound, Hi-torque Motors. Immediate i 
ment. H. & P. Machinery Co., 6719 Etzel Ave., 
St. Louis 14, Mo. 











Manufacturers 


and Wholesalers 

























OF 


SPECIAL LUMBER PRODUCTS 
Anything Made From 


Western Lumber! 


WE MANUFACTURE 
AND SPECIALIZE IN 


Furniture Dimension 

Glued-Up Stock 

Carpenters’ and Special 
Mouldings 

Venetian Blind Slats, 
Rails and Fascia 

Ready-to-Assemble 
Furniture Parts 

Industrial Shook 


Remember, too, 
WE WHOLESALE 


Hemlock 

Douglas Fir 

Sitka Spruce 
Ponderosa Pine 

and other West Coast 
Woods 


ee CARLOAD QUANTITIES 
ee ONLY 


'." Lat except venetian blind ma- 


terial, on which we can 

make less than carload 

shipments from our Kan- 
Yy sas City warehouse. 


Address all correspondence 
to our Kansas City Offices 


VOW Bed / oe. 


fo / 


Menvfacturers and Wholesalers 1635 Dierks Bldg, Kansas City 6,Mo., Victor 4143 


Member of Western Pine Ass‘n., National Woeden Box Ass‘n., Ponderosa Pine Woodwork, 
NationoL American 


Wholesale Lumber Ass‘n. 
West Coast Office: 910 Porter Building 


Portland 4, Oregon 





[BUSS 


Type 4-L 





THE KIND OF PLANER 
YOU HAVE LONG WANTED! 


Big enough to handle all of a lumber com. 


pany’s requirements. 


Built for the precision 


accuracy formerly obtainable only with the 
larger machines. A husky producer with In- 
clined Bed and many patented features pro- 
moting convenient, time-saving operation and 
highest quality work. Priced way below the 
larger machines. Write for details. 





MACHINE 
238 Eighth St. 


WORKS 
Holland, Mich 





Advanrtisors’ Index 





Adirondack Chair Co.......... 72 
Aetna Plywood & Veneer Co.. 64 


Rir-tite Window Stay Co., The 73 
Akron Paint & Varnish Co., 

oer erin tne haeime ae wiavae 81 
Aljon Diesel Co., Inc.......... 78 
pcs SS OS eee 72 


American Logging Tool Co.... 72 
American Manufacturing Co... 75 
Anaconda Copper Mining Co.. 71 


Bay De Noquet Co............ 22 
OE EEE CCE 78 
re 53 


Boehm-Madisen Lbr. Co..... 22 
Bonifas Lumber Co., Wm..... 22 
Booth-Kelly Lumber Co., The. 79 
—— Steel Lath Co., 


__ WBS ti eae ee ae 32-33 
nS Se 78 
Buss Machine Works.......... 86 


Cadillac-Soo Lumber Co...... 22 
Carey Mfg. Co., The Philip.. 17 
Celadri Corporation .......... 77 
Century Pre-Fab Corp........ 77 
Chicopee Manufacturing Corp., 
"2 iss 


Christiansen Co., C. M....... 22 
Clarke County Lbr. Co........ 67 
Connor Lumber & Land Co.... 22 
Copeland Lumber Co......... 22 
Corinth Machinery Co......... 12 
Cotton & Hanlon.............. 70 
Craig Mountain Lbr. Co....... 76 
Creo-Dipt Co., Inc............ 77 
Cross, Austin & Ireland Lbr. 

| a ee ee ae ee 80 
Davis Bros. Lbr. Co........... 69 
Detroit Automotive Products 

Oe eee 61 
Devoe & Raynolds Co., Inc.... 5 
Dodge Division, Chrysler 

“> Se 

a re 28 
Douglas Fir Plywood Assn.... 25 
Drake Hotel. The.............. 82 
Eubank & Son, L. H........... 18 
Ferquson Lbr. Co., W. T...... 81 
of | eee 9 


Frost Lbr. Industries, Inc..... 4 
Fulton Bag & Cotton Mills.... 59 


Gilman Brothers Co., The..... 69 
Goodman Lumber Company.. 22 
Great Lakes Steel Corp., 





Stran-Steel Div. ............ 51 
Griswold Lbr. Co., The....... 74 
Hest & Anderson........... 61 
Holt Hardwood Co. .......... 22 


Houston Blow Pipe and Sheet 
| eae 
Hudson Mfg. Co., H. D....... 6 
Huther Bros. Saw Mig. Co..... 71 


Independence Lbr. & Mfg. Co.. 72 
Ingersoll Steel Div., Borg- 
aan ll 
Insulite. Div. of Minnesota & 
Ontario Paper Co........... 
20-21, 67, 72, 75, 80 


I Ts a i dagid nweee 16 
Keystone Steel & Wire Co..... 72 
Kimberly-Clark Corp. ........ 27 


Knudson & Mercer Lbr. Co.... 78 
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Lemieux Brothers, Inc. 


L. H. L. Lumber Corp...... | 14 
Lindsey Wagon Co........... 
Louisville Cement Co......" 
owell Manufacturing Co... §9 
Macklanburg-Duncan Co. .... 53 
Mall Teel Co........... 


McClintock Lbr. Co., D. M..__ 2 
Meadow River Lbr. Co., The. 72 
Mengel Co., The......... RY | 
Michigan Pole & Tie Co 2 


Milcor Steel Co............... 49 
Mill & Mine Supply, Inc..... 23 
Milwaukee Stamping Co...._. v1) 
Miner Edger Works.......... 82 
Mussman and Shafer, Inc..... 8] 
Nichols Wire & Steel Co...... 2 
Oriental Trading Co.......... 73 
Ozan Lumber Co......:....... 70 
Parker & Sons Co., Ira........ 74 
Patented Products Co......... 82 
Penberthy Lumber Co......... 79 
Pittsburgh Plate Glass Co., 


aS « 
Polson Lbr. & Shingle Mills... 65 
Protection Products Mig. Co.. 65 
Protexol Corporation ......... 78 
Puritan Cordage Mills, Inc.... 19 


Rainy Lake Lumber Co., Ltd.. 79 
Ranetite Manufacturing Co... 75 
Rapids-Standard Co., Inc., The 67 
MOG DOC TOGM........ccccccdes 75 
Reynolds Metals Co............ 57 
Rib Lake Lumber Co.......... 22 
Roddis Lbr. & Veneer Co..... 22 


Schneider Bros. .............. 22 
Seateh ibe. Co...........:20ccke 
Seedburo Equipment Co...... 77 


Seneca Wire & Mig. Co., The 75 
Shevlin Pine Sales Company. 81 
Smith Lbr. Co., Ralph L. 86 


Southern Galvanizing Co...... 65 
Standard Conveyor Co........ 80 
Taylor Machine Works........ 13 
Underwood Veneer Co........ 22 
U. S. Plywood Corp..........- 34 
Urania Lbr. Co., Ltd., The.... 69 


Wells Lumber Co., J. W.....-- 78 
Wells Lumber Co., J. W.....-: 80 
Werner Co., Inc., R. D.. 79 


Weyerhaeuser Sales Co.... 14-15 
Wheeler, Osgood Co., The.... 87 
White River Lumber Co....... 62 
Wilson Foundry & Machine Co. 31 
‘Winton Lumber Sales Co..... 67 
Wisconsin-Michigan Page....- 4 
Worldwide Syndicate .....--: 


Yale & Towne Mig. Co., The.. 24 


a 


Zeger, Ime. ............ tam 





iG 














Automati: 
coating o 
bottom, e 








BSSES 


LBSSseRBLSssse 


e 67 


se ee Bees 
SRS2AISKE 


Bes 


=BSSZanues 


1 


= 
& 








PROTECTS 


WHEELER OSGOOD 


FACTRI-FIT 


Tiu-aized DOORS 


FROM 


~ FACTORY TO YOU! 


Thanks to scientific resin sealing, Wheeler Osgood Doors reach 
you in top-notch condition ... ready to do a better job on the 
job! Just look at these advantages over non-sealed doors— 


x ASSURES SMOOTHER PAINT JOB! 
ye INCREASES SCUFF RESISTANCE! 
ye REDUCES HAIR CHECKING! 
yx PROTECTS AGAINST DIRT! 
ye REPELS MOISTURE! 
ye COMPLETELY PRIME COATED— 
INCLUDING TOP AND BOTTOM! 





Wheeler Osgood’s resin sealing helps doors 
retain EXACT NET SIZE of original machin- 
ing ... controls grain raising and PROTECTS 
FACTORY-SANDED SURFACE...PROTECTS 
AGAINST DIRT, DUST AND SMUDGES . . . MINIMIZES 
HAIR CHECKING of panels and assures a uniform sur- 
face resulting in a BETTER, SMOOTHER PAINT OR 
STAIN JOB ... imparts SCUFF RESISTANCE to protect 
door in handling . . . plus added advantage of having 
top and bottom of door sealed. 


Automatic sprays, as pictured above, put a protective prime 
coating ot high-quality tested resin sealer over every inch—top, 
om, ends and sides—of Wheeler Osgood Tru-sized Doors. 


THE WHEELER, OSGOOD COMPANY 


Plants aud General Office: “Jacoma 1, Washingtou 


NEW YORK OFFICE 1326 Empire State Building, New York 1, New York Phone: Penn. 6-2954 
CHICAGO OFFICE 134 So. LaSalle Street, Chicago 3, Illinois . . . Phone: State 5335-6-7 
SAN FRANCISCO OFFICE .. . 3045 19th Street, San Francisco, California Phone: Valencia 2241 
LOS ANGELES OFFICE ..... P.O. Box 7685 Del Valle Station, Los Angeles 15, California . . . . Phone: Vandike 6326 
TACOMA OFFICE . 1216 St. Paul Avenue, Tacoma 1, Washington ge . Phone: Main 8101 














GOOD WORKMANSHIP 
is EASY with BRIXMENT! 


THE RIGHT WAY AND THE WRONG WAY-IN 





Plenty of mortar should be thrown on the end 


Study the pictures below and you'll see the contrast between the usual 
head joint and a full head joint. . . . It is hard to get full head joints, of 
uniform width, unless the mortar is so soft and workable that it will 
ooze up out of the head joint. Brixment mortar is so rich and plastic 
that the bricklayer can use more than enough mortar to fill the head 
joint, and still “place” the brick easily and accurately. 


Brixment mortar has greater plasticity, higher water-retaining capacity 
and bonding quality, greater resistance to freezing and thawing, and 
freedom from efflorescence. Because of this combination of.advantages, 
Brixment is the leading masonry cement on the market. Louisville 
Cement Company, /ncorporated, Louisville, Ky. 


No. 3 OF A SERIES— 


~~ 





of the brick to be placed. head joint. 





of the brick, 


When a dab of mortar is spotted on one corner 


All head joints in both face brick and back-up work should be completely 
filled with mortar. One good method for doing this is to throw plenty of 
mortar on the end of the brick to be placed. (This should be done in such a 
way that the mortar is scraped off the trowel by the bottom edge of the end 
of the brick.) Then push the brick into place so that the mortar oozes out at 
the top of the head joint. 





the mortar does not fill the head joint. 


If the head joints are not completely filled with mortar, in both face brick and 
back-up work, water may penetrate to the inside of the wall through openings 
in the joints. 


A dab of mortar spotted on one corner of the brick is not nearly enough to 
fill the head joint. 


So that the mortar oozes out at 


Only part of the head joint is filled with mortar. 


HEAD JOINTS 






















